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NATIONWIDE FIELD WAREHOUSING 


37 Drumm Street, San Francisco 11, California 
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Without obligation please send me your brochure ‘the 
Story of a Business Miracle...by SD"’. 
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“SECURED DISTRIBUTION ® enables you to ship your 


merchandise to a Lawrence field warehouse on the prem- 
ises of your customer where Lawrence holds the goods 
subject to your delivery instructions. This guarantees 
prompt payment of your receivables, and makes you a 
secured creditor on all remaining inventory. Why not 
join the hundreds of credit executives who have found 
S.D. the perfect solution to today’s credit problems. 


¢ Send for our brochure ‘The Story of a Business Miracle by S. D.’’ 











In the News 


HerBeErT R. SILVERMAN, president 
of James Talcott, Inc., New York, 
has been appointed chairman of the 
Albert Gallatin Associates of New 
York University. 


Ray R. Eppert, president of Bur- 
roughs Corporation, is recipient of 
the national award for outstanding 
volunteer services to the nation’s 
2.200 United Funds, Community 
Chests, and Community Welfare 
Councils. Mr. Eppert is a director 
and past vice president of United 
Community Funds and Councils of 
America. 


WittiaAM J. JANTZEN, Chemical 


Bank New York Trust Company, is 
the new president of the Esquire 
Club, succeeding James T. O’Brien, 
Coleman & Co., who was named to 
the board of governors. 


ROBERT GRINAGER, credit manager 
of J. L. Hudson Company, Detroit, 
won an award from the National 
Retail Merchants Association for 
developing new credit techniques. 


WarreN C. Larson of Larson 
Cement Stone Company, Omaha, has 
been elected vice president of the 


National Concrete Masonry Associ- 
atian far Rooion 5. 


FFER, credit manager 
Seed Company, has 
‘esident of the Moun- 
if.) Chamber of Com- 


AHLBERG, vice presi- 
ar, American National 
ul, Minn., has been 


rer of the St. Paul 


‘WOHIG, vice president 
of Skinner Precision 
., New Britain, Conn., 
chairman of the 1961 
of the Heart Associa- 


D. HowLanp, vice 
se Manhattan Bank, 
', is national chairman 
ion) of the 1961 Leu- 


siaiieiiadh-tisiab ia , fund campaign. 
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INCREASE SALES AND 
REDUCE CREDIT RISKS 


BY USING 


CONTROLLED INVENTORY 
PLAN 


Send for this G-Page Booklet Today 


Shows how: 


* To put more merchandise at the 
disposal of your dealers or distributors 
but not increase your credit risk 


* To reduce factory storage costs 


ST. LOUIS TERMINAL FIELD WAREHOUSE CO. 


EXECUTIVE OFFICES: 826 Clark Ave., St. Louis 2, Mo. 
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EDITORIAL 


Killing the Goose 
That Lays the Golden kgg 


N A RECENT ISSUE of this journal we published exhaustive discussions 
I of the depressant force exerted on our economic growth by the inability of 
industry to replace and increase plant and equipment. 


The story of this need to stimulate business by permitting it to take fully ade- 
quate tax depreciation allowances is not easily told in terms which make good 
political “‘fireside chat’ material. 


Nor is the general public likely to set up a hue and cry for the idea’s inclusion 
among the “new frontiers” about to be boldly opened. 


Yet in truth it is difficult to conceive of a more dramatic display of lack of 
confidence in our free enterprise system than a governmental policy which en- 
courages decay of our national productive capacity. 


The art of logic has truly been lost by those who, on the one hand, castigate 
industry for not maintaining a rate of economic growth as great as that of our 
enemy of the cold war, and on the other hand fail to correct a tax depreciation 
allowance structure (undeniably the industrial world’s worst) which by its very 
nature inhibits such growth. 

Official attitudes which shrink from liberalizing these capital-formation al- 
lowances on the theory that to do so would constitute a subsidy to industry are 
inconsistent—to say the least—with our scandalously-abundant subsidies of dubi- 
ous value in other areas. 

Unless the presently onerous burden on expansion of capacity and improve- 
ment of plant and equipment is lifted from the backs of industry, and a tax 
climate created which would make business more willing to increase its invest- 
ment, we will surely be encouraging the failure of our free enterprise system. 


Let our government leaders take note, too, that an increased and stimulated 
productive capacity would, long-range, allow our industrial goose to lay ever- 
larger taxable golden eggs. 


EXECUTIVE VICE PRESIDENT 
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Reserve Board Governor 
Urges Judicious Handling of 
Some New Types of Credit 


Some of the new types of credit 
“may involve dangers if injudicious- 
ly promoted”, Governor M. S. 
Szymczak of the Federal Reserve 
Board told the national instalment 
credit conference of The American 
Bankers Association, in Chicago. 

“There is a limit to the extent to 
which consumers can be expected to 
allocate current income in payment 
for purchases from which they are 
no longer deriving utilities’, the 
Board member cautioned. “This 
danger is likely to be greatest in the 
case of expenditures that are in fact 


of a more-or-less regular nature or - 


are likely to be repeated at intervals 
shorter than the maturity of the 
debt.” 

Consumer demand, especially for 
durable goods, he said, will deter- 
mine whether the early 1961 decline 
in instalment credit will continue. 
Overall, he forecast growth in the 
long run but substantially lower 
than in the first post-war decade. 

Edward J. Frey, president Union 
Bank and Trust Company, Grand 
Rapids, chairman of the ABA instal- 
ment credit committee, predicted a 
substantial increase in the next 10 to 
12 years. 

More disturbing than unemploy- 
ment and improper use of credit, he 
observed, “is the fact that personal 
bankruptcy cases (125,000 in 1961 
estimated) are being recommended 
and encouraged in certain areas and 
by certain groups and _ individuals, 
including attorneys.” 

Denying that commercial banks 
receive subsidies from the Federal 
Government, Sam M. Fleming, presi- 
dent Third National Bank of Tennes- 
see and association vice president. 
challenged part of a report prepared 
for the joint economic committee of 
Congress. 

“Banking in this country operates 
under strict supervision not equaled 
in extent or severity in any other 
country’, Mr. Fleming said. 

The “Soaring Sixties” have not 
collapsed, Dr. J. Philip Wernette, 
professor of business administration, 
University of Michigan, declared. 
While the economy “contracted a 
bit” beginning at mid-1960, the 
present year will witness renewed 
expansion which will carry business 
to new high levels, he predicted. 
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Washington 


@ A HUGE housing program to revitalize cities. 
provide more housing for the middle-income and 
low-income segments and to combat recession 
was handed the Congress by the President. A 
new department of housing and urban affairs. 
of Cabinet level, would supervise the program. 
most of which had been recommended by Dr. 
Robert C. Weaver, new chief of the housing and 
home financing agency. 

Among the proposals were: No down-payment, 
40-year home mortgages for moderate-income 
families; long term loans for rental and co- 
operative housing, subsidies for private reha- 
bilitation of slums; wider FHA authority to 
insure home improvement loans; construction of 
100,000 new public housing units, half for the 
aged; a $2.5 billion four-year commitment to 
urban renewal. 

Congress passed an Administrative measure 


to help depressed areas, an outlay estimated at 
$400 millions. 


@ THE recession has hit bottom, said Luther 
H. Hodges, secretary of commerce, in television- 
radio interview. Though he said he had no 
official statistics to support the statement, except 
rising department store sales in various areas, 
the secretary pointed to a “better spirit and a 
general feeling that things are going our way 
and are going to get better soon”. The secretary 
told a Congressional committee in early March 
that the economy would “improve greatly” 
within approximately 60 days. 

Douglas Dillon, treasury secretary, told the 
committee that, though he considered a budget 
deficit inevitable, the Administration expected 
an early upturn. 

And from the chairman of the President’s 
Council of Economic Advisers, appearing before 
the joint economic committee, also in the first 
week of March: “An upturn may come in the 
next few months”. The speaker, Dr. Walter A. 
Heller, pointed to increased sales in New York 
department stores as one of a “few signs in the 
economy that give hope for an upturn” but 
added that “there are some soft spots”. Kermit 
Gordon and James Tobin, council members, 
were with Dr. Heller, who also cautioned that 
the recession was a symptom, and that a long- 
run problem is “chronic slack in employment” 
and “the growing gap between what we can 
produce and what we do produce”. 
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@ THE Small Business Administration offered 
a reduced interest rate of 4 per cent (from 51 
per cent) for loans to small businesses and state 
and local development companies in areas of 
high unemployment areas, so designated by the 
labor department. 


@ Farm production and marketing programs 
would be worked out by the farmers themselves 
and the secretary of agriculture, not by Con- 
gress, under a plan President Kennedy proposed 
to the legislative bodies. 

A farmer committee, in consultation with the 
secretary, would fashion a program for each 
commodity, and a two-thirds majority vote of 
the growers affected would be necessary for ap- 
proval. Congress then would have 60 days to 
consider it. If either the Senate or House re- 
jected it, that program would die. 

Mr. Kennedy’s recommendations, for “proper 
channeling of our abundance into more effective 
and expanded uses”, including wider distribution 
of food to the needy in this country, called for 
control programs for more commodities and 
increase of farm income to levels paralleling 
those of city workers. 

The Senate, by vote of 84 to 4, passed the 
emergency unemployment compensation asked 
by the President, but only after hairline defeat 
of a Republican-Southern Democrat coalition 
and of Senator Harry F. Byrd’s proposal that 
each state be required to pay the full amount 
of emergency benefits distributed to its un- 
employed from federal funds. 


@ Opposinc the $2.298,000,000 program of 
federal aid to elementary and secondary schools, 
the Investment Bankers Association of America 
filed a statement with subcommittees of the 
Senate committee on banking and currency and 
the House committee on education and labor. 

“State and local educational agencies are pro- 
viding needed classrooms without federal finan- 
cial assistance”, says the association, noting 
completion of 279,700 classrooms in the last 
four years and 69,600 more scheduled for com- 
pletion before the 1960-61 school year ends. 

Pointed to is an estimate that rate of enrol- 
ment growth will drop more than 35 per cent in 
1961-1966 from the growth rate of the preceding 
five years. 








The Chase Manhattan Tower at Dawn—Photo by Erich Locker 


What’s new on the financial horizon? 


Rising 60 stories above New York’s 
historic financial center, The Chase 
Manhattan Bank, in its new head 
office, stands ready to meet the 
banking needs of a vigorous Ameri- 
can economy. 


Behind the bright glass and gleam- 
ing metal of 1 Chase Manhattan Plaza 
is a single banking purpose—greater 
usefulness to individuals and busi- 
nesses in New York, the nation and 
the world. 

To best serve hundreds of thou- 
sands of customers, the new Chase 
Manhattan headquarters is staffed by 


skilled and experienced bankers 
backed by the most modern banking 
machines and facilities. Equally im- 
portant, its location in the heart of 
New York’s financial and trade cen- 
ter facilitates the efficient handling of 
all commercial and personal banking 
transactions. 

From the windows of 1 Chase 
Manhattan Plaza you look out upon 
the most active center of the nation’s 
finance. You see the Stock Exchange, 
the Federal Reserve, the Clearing 
House, numerous Commodity Ex- 
changes. You see the throngs and 
the activity, and you begin to under- 


stand why it is important for 
America’s leader in bank loans to 
business and industry to build bigger 
in this important area of American 
Banking. 


THE 
CHASE 


MANHATTAN 
BANK 


Head Office: 1 Chase Manhattan Plaza 
New York 15, N. Y. 


Member Federal Deposit Insurance Corporation 
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GROW ON 


by 


RAYMOND RODGERS* 


N INCREASED RATE of growth of the American 
economy has become a categorical imperative. 
Accelerated growth is necessary as it is the only 

means of maintaining our standard of living under the 
pressure of our rapid population increase—and we 
certainly don’t want our living standard to decline. And 
accelerated growth is imperative if the America we know 
is to survive, because of (1) our mounting, hard-core, 
structural unemployment and because of (2) the Cold 
War with International Communism. 

Our unemployment problem is a serious one as it 
is more than cyclical (i.e., it is not solved by upward 
swings in business activity). In fact, at comparable stages 
of each of the successive business readjustments since 
the end of World War II, unemployment has been higher 
than in the preceding readjustment. The right to work 
of those ready. able and willing would seem to be a 
basic one in “America, the Land of Opportunity”. 

But, aside from moral grounds, as a country we can- 
not afford the loss of their efforts in the grim economic 
war (the present form of the Cold War) which Russia 
and the other members of the Communist bloc relentless- 
ly wage on us. 


GOVERNMENT OR PRIVATE? 

Economic growth can be secured through govern- 
mental expedients, most of which would be inflationary; 
or, through further expansion of government aid and 
responsibility, which pushes us just that much further 
toward the all-powerful, all-necessary, Russian type of 
state. which we are trying so desperately to avoid. 

It follows that the only sound and lasting growth 
consistent with our traditions and ideals will be that 
achieved through the private economy. In this, of course, 
both government and labor will have to cooperate in 
many ways if we are to have the 3.5 per cent annual 


*Professor of Banking, Graduate School of Business Admin- 
istration, New York University; Contributing editor, Bank- 
ers Monthly: Senior Faculty Member, Graduate School of 
Credit and Financial Management, National Association of 
Credit Management; nationally known speaker and finan- 
cial consultant. 
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rate of growth which is possible without inflation (our 
labor force increases 1.5 per cent a year; and output 
per man, because of better plant and equipment, modern 
technology and improved skills, increases 2 per cent, 
giving a potential sound annual growth of 3.5 per cent), 
instead of the 2.5 per cent actual average of the past 
seven years. 

This 2.5 per cent rate of growth is not good enough. 
It has not furnished sufficient employment opportunities 
to absorb our rising labor force. It has caused us to lose 
some of our lead in the economic race with Russia. An 
increased rate of growth is, therefore, necessary from 
the standpoint of internal politics and international re- 
sponsibility. This brings us face to face with several 
problems the most important of which are: 

1. Can we, or, more properly, in view of our insist- 
ence on the “good life” of spending, are we 
willing to accumulate the capital to finance this 
increased rate of growth on a sound basis? 

2. Do we have the financial machinery and methods 

to finance such growth on a sound, non-inflation- 

ary basis? 

. Do we have the financial know-how to finance 
such accelerated growth in ways that will be 
sound for the economy, for the lender, and for 


Oo 


the borrower? 

In short, will “Money to Grow On” be a limiting factor 
in this accelerated expansion of our economy? As the 
answer to this is of vital importance to financial execu- 
tives, this article is devoted to an analysis, in broad 
outline, of the basic principles of the problem. 


CAPITAL ACCUMULATION 

The first aspect of the problem can be disposed of 
very quickly. The ability of the American economy to 
generate capital is fantastic. The only question in this 
respect is whether we are willing to save it for further 
expansion and production, or whether we insist on 
spending it for consumption. 

Funds from internal sources have reached very high 


levels in recent years. In 1960, for example, retained 
profits approached $7 billions; and depreciation al- 
lowances were estimated at $23 billions, giving a total 
of $30 billions of financing from earnings. 








“We have the financial machinery and methods to finance 
an accelerated rate of growth without inflation. But, do 
we have the financial know-how to do this in ways that 
will be sound for all concerned?’’ —Raymond Rodgers 


Long-term funds from external sources through net 
new issues of stocks and bonds, mortgages and term 
loans from banks were also substantial in 1960, exceed- 
ing $8.5 billions. Moreover. the capital markets have 
been very active in recent years, especially the market 
for stocks, and financing long-term needs has presented 
no problem other than for the smaller, newer enterprises. 

Considering the breadth and scope of this market, 
comprising as it does, not only Wall Street, but a vast 
number of smaller markets throughout the United States, 
and its demonstrated vitality of recent years, there is 
little doubt that it could finance its share of the long-term 
component of the increased financing required for ac- 
celerated economic growth. 

Those who may have misgivings in this respect should 
remember that the peak of the heavy burden of financing 
the war-born, pent-up demand for 1-4 family housing 
has been passed. This source of demand, which has been 
the largest in the capital market in recent years, can be 
expected to be of less relative importance in the future, 
which will free considerable funds for other forms of 
economic expansion. 

Moreover, on both a residual and a cash basis, personal 
saving has been at comparatively high levels in recent 
years; and with the increased emphasis of our fiercely 
competing financial institutions on saving, there is no 
reason to anticipate that personal saving will drop below 
the levels needed to finance greater economic growth. 


ADEQUACY OF FINANCIAL MECHANISM 

As a financing mechanism, “Wall Street” (i.e., the 
securities markets) has a degree of public participation 
and confidence, as indicated in the foregoing, which is 
unprecedented. Government over-sight of the securities 
markets, as provided by the Securities Act of 1933 and 
the Securities Exchange Act of 1934, has, of course, 
largely contributed to this. In any event, it is by far the 
largest capital market in the world, so there is no 
problem so far as the adequacy of the capital-financing 
mechanism is concerned. 

Our short-term, or money market, financing mecha- 
nism, despite misgivings with respect to particular seg- 
ments on the part of some critics, has reached a state 
of development which, in a broad sense, is not even 
approached by other money markets. 


The money market is, primarily, a credit market. Our 
commercial banks are the very heart of this credit mar- 
ket. They are the only institutions through which demand 
deposits, by far the most important element of our money 
supply, are created. The fact that growth of demand 
deposits (i.e. the money supply) has lagged behind the 
growth of the Gross National Product has caused some 
critics to feel that economic expansion has been retarded. 
But this is manifestly in error, as the relation between 
the economy and the commercial banks is through the 
loan mechanism, and not through demand deposits. Even 
without excess reserves, so long as a bank has securities 
to sell, and will sell them, it can take care of the credit 
needs of its customers even though the demand deposit 
total may actually decline. 

Theoretically, the ability of banks to finance industry 
and trade directly, and through the financial inter- 
mediaries, indirectly, is unlimited so long as they have 
adequate capital and the required reserves. The splendid 
record of commercial banks in recent years and the 
strength of the capital market have solved any capital 
problem that might have existed. And reserves will be 
provided by the Federal Reserve Banks as needed, as 
has always been the case. 

Moreover, the legal reserve requirements of our com- 
mercial banks, which are quite high historically and in 
comparison with other countries, will undoubtedly be 
lowered to help solve the problem of supplying the 
necessary reserves for further credit expansion. In simi- 
lar fashion, the gold reserve requirement of our Federal 
Reserve Banks will be lowered, or eliminated entirely, 
and thus will present no problem. ; 

Our credit intermediaries, such as the finance com- 
panies, factors, commercial receivable companies, secure 
funds of a very favorable basis from the capital market 
as well as from the commercial banks. Their widespread 
acceptance, their amazing growth, and their conspicuous 
success guarantee that they will have no difficulty in 
financing their share of the accelerated growth of our 
economy. 

There has been a veritable revolution with respect to 
such financial intermediaries and their methods in recent 
years, and there is no reason to expect that they will not 
continue to grow and expand their services in the: same 


fashion in the future. (Continued .on next page) 
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As this brief analysis indicates, our financial mecha- 
nism—both long- and short-term—is fully adequate to 
finance any sound rate of economic expansion. There is, 
in short, no structural weakness on the financial side 
which will limit, or even retard, economic growth. 


METHODS OF SECURING “MONEY TO GROW ON” 


Well, how does the individual business enterprise 
secure its share of this over-all supply of capital and 
credit? What methods of financing present needs and 
future growth are open to the typical American business 
enterprise ? 

Sale of additional stock or bonds in the capital market 
through our magnificent investment banking mechanism 
is a fairly simple, although fairly expensive, method of 
long-term financing open to the larger enterprise. But 
the necessity of meeting the requirements of the ex- 
tensive security regulations of today will prove too ex- 
pensive for most small and medium-size enterprises. They 
must resort to private financing of their equity and capi- 
tal requirements through relatives, friends, or “angels” 
(financial backers) secured in various ways, including 
referral by investment bankers and brokers. Happily. 
there have been serious efforts in recent years to solve 
the problem of equity and long-term financing of small- 
and medium-sized enterprises. 

At the national level, federal legislation has established 
the Small Business Administration to help solve the 
problems and encourage the growth of small business. 
To further this purpose, the formation of privately owned 
Small Business Investment Corporations, with govern- 
ment financed assistance and especially favorable tax 
treatment, has been authorized by amendments to the 
original statute. These, SBIC, as they are called, under 
the wing of the Small Business Administration, were 
slow in getting started; but recent amendments to the 
legislation have made them much more attractive to 
private capital, so that many have been formed. Any 
small venture needing additional capital or long-term 
loan financing would be well-advised to write the Small 
Business Administration in Washington for its assistance 
and for the names of the nearest Small Business Invest- 
ment Corporations to which application can be made. 

Wholly apart from this government-sponsored effort, 
several fairly substantial companies have been organized 
to furnish capital and long-term financing on a private 
basis to especially promising new ventures. As might be 
expected in the Atomic Age, this development has been 
especially marked in electronics and chemicals. 

In recent years, the larger companies have developed 
many ingenious methods of longer-term financing. Direct 
placement of securities and/or loans with insurance 
companies, pension funds, union treasuries, and fraternal 
orders have become commonplace. There has even been 
a revival of the practice of the "Twenties of direct sale of 
securities to the public. Sale and leaseback of fixed assets, 
such as gas stations and occupied premises, in general, 
has also become a widespread practice, particularly in 
certain fields. 
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GREAT ADVANCES IN SHORT-TERM FINANCING 

But it is in the shorter-term financing of fast moving 
assets that the greatest advances have been made. These 
advances have come through the refinement and better 
understanding of existing methods and techniques. Credit 
extension, particularly at the manufacturing level, has 
been sharply up-graded and professionalized. The Gradu- 
ate School of Credit and Financial Management (of the 
National Association of Credit Management) has given 
creditmen a breadth of view and an economic under- 
pinning that enables them to evaluate the myriad facets 
of credit and thus render even greater service to their 
customers, their company and the economy. The Credit 
Research Foundation has also aided by supplying vitally 
needed facts and methods to replace some of the “hunch” 
and the “flying by the seat of the pants” techniques which 
so often characterized credit decisions in the not-so-distant 
past. 

As a result of these advances in “manpower”, methods 
and the availability of needed facts, manufacturers today 
can safely follow much more liberal policies in financing 
the inventories of distributors, wholesalers and retailers. 
As it is far easier for these larger units to secure the 
necessary funds for such financing, the contribution of 
the credit profession to the preservation and growth of 
our smaller enterprises, and thus to the entire economy. 
can be clearly seen. 

These advances have also come through the expansion 
of existing types and the development of new types of 
short-term financing. Two less known but particularly 
important (as it is generally marginal money) forms 
of such financing are factoring and commercial finance. 
These are important also because of their great growth 
in recent years. Thus, the National Commercial Finance 
Conference (the trade association in that field) estimates 
that the 1960 volume of the old-line factoring method 
of lending reached nearly $5 billions, and that the other 
types of lending in the field rose to slightly over $10 
billions. 

Another important short-term financing development 
of recent years has been the widespread adoption of 
field warehousing as a basis of credit extension. An 
outgrowth of traditional warehousing, it takes the ware- 
house to the goods instead of the opposite, as in regular 
warehousing. More specifically, the field warehouse 
company arranges for control of the necessary part of 
a borrower’s warehouse, fences off or otherwise identi- 
fies its interest in the goods in that portion, and keeps 
an accurate record of the total of such goods through 
a full-time employee stationed there or through the part- 
time services of an employee of the borrower, placed on 
the payroll for that specific purpose. 

Established solely for credit purposes, it assures the 
lender that the goods are actually in existence and that 
they are physically separate from the inventory available 
to general creditors. In most cases, the costs of such 
warehousing are covered by the lower interest rate ob- 
tained through the added security offered by a reputable 
field-warehousing company. (Concluded on page 34) 








Prolong 


your protection... 


with 


American Credit Insurance 


The moment your product is shipped, title passes 

. . and your credit risk begins. From that point 
on, the only protection for your accounts receiv- 
able . . . for all the working capital and profit your 
product represents is commercial credit 
insurance. An ACI policy, with new and broader 
coverage, is the soundest way to prolong your 
capital protection. 


WAYS CREDIT INSURANCE CAN HELP YOUR BUSINESS 


Its advantages are spelled out in a helpful ACI 
booklet, yours for the asking. Write AMERICAN CREDIT 
INSURANCE, Dept. 47, 300St. Paul Place, Baltimore 2, Md. 


Sound market expansion, too, is a major benefit of 
American Credit Insurance. You can confidently 
add more good customers, sell more to present 
customers. Today, as for 68 years, an ACI policy 
is important to sales progress and good financial 


management. Call your insur- 
ance agent. . . or the local office 1? “<a 
of American Credit Insurance. Way. 


fi 
“ap hale 
COMPANY, which has assets of over You Ip 
two billion dollars. bus, 
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Hurdling a Punch Card Accounting Obstacle 


Aged Trial Balance and History Record Are Combined 


COMBINATION aged trial bal- 
A ance and history record report 

was the solution devised by the 
credit depart- 
ment of Pet Milk 
Company in St. 
Louis for the ab- 
sence of central- 
ized information 
in its punch card 
accounting. The 
development ob- 
viated the need 
of manual han- 
dling that would have defeated much 
of the purpose of the automation 
system, says L. C. Lussky, assistant 
credit manager. 

The credit department is central- 
ized in the St. Louis general office, 
and is a line department though it 
actually performs some staff func- 
tions. The department investigates all 
credit applicants, approves all orders, 
collects all accounts (with occasional 
help from the sales force). It also 
is assuming a growing number of 
staff functions such as investigating 
businesses for other departments or 
for top management, advising, plan- 
ning and serving as consultant for 
fresh milk dairy operations of some 
subsidiaries. 





0 


L. C. LUSSKY 


“With our centralized setup we are 
ideally organized to take advantage 
of punch card or electronic data 
processing and have changed over 
to an IBM system”, says Mr. Lussky. 

“Use of the punch card for ac- 
counts receivable appears to be gain- 
ing ground steadily, for several 
reasons: 


“1, Speed in posting—simply filing 
a card into the receivables by machine. 


“2. Accuracy in posting. Machine 
error is not impossible but is rare com- 
pared to human error. 


**3. Economy and efficiency—pro- 
vided the system is integrated with 
other operations, such as billing and 
sales analysis.” 


Basic to the punch card receivable 
system, he told members of the St. 
Louis Association of Credit Manage- 
ment in a panel discussion of credit 


operation systems, is the open item 
file, containing a punch card for 
every unpaid item on every account. 


**Spindle-Spearing” Modernized 


“This is, of course, the most an- 
cient of accounts systems; the spin- 
dle-spearing of unpaid bills still may 
be seen. There are important differ- 
ences. however. New sales are filed 
into the system by machine. Open 


RADUATE of Washington Univer- 

sity, L. C. Lussky has a Fellow 
Certificate in the National Institute 
and is chairman of the Education and 
Graduate School committee of the St. 
Louis Association of Credit Manage- 
ment, of which he is a director. 

Mr. Lussky has been in the credit 
department of Pet Milk Company 22 
years. He was advanced to assistant 
credit manager four years ago. 


fea 





items may be totaled at any time 
without the hand adding-machine 
process. Payments may be matched 
to open items by machine. Items re- 
quiring collection handling may be 
selected by machine.” 

Other machine uses: periodic re- 
view of accounts, the ordering of 
mercantile agency reports, classifi- 
cation of accounts by rating, the 
printing of form collection letters 
directly from the outstanding item 
punch cards, similar issuance of 
statements. 


The Historical Data Problem 


“One of the most frequently men- 
tioned problems in usage of a punch 
card accounts receivable system is 
that of obtaining historical data 
needed for credit decision-making 
and for supplying information in 
answer to trade inquiries for ledger 
experience. Many systems and forms 
attempt to solve this problem. Since 
the actual accounts receivable are in 
a ledger system, there is no daily 
posting of debits and credits to a 
single sheet for every customer. 
Some means must therefore be found 
to supply this missing information. 
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“It is customary to print an aged 
trial balance, normally once a month, 
but this gives only the outstanding 
items at the time of trial balance and 
does not show payment records. To 
supply the latter there is available a 
facsimile posting machine—a spirit 
duplicating process. 


“A history card is maintained for 
every customer, and sales and pay- 
ment information is transferred to 
this card from summary data fur- 
nished by the machine data process- 
ing department. Many concerns are 
using this type. It most closely re- 
sembles a ledger system, in that you 
may have information in as great 
detail as you wish; you may post 
every transaction, or a summary of 
transactions, for whatever period 
you select. It is also possible to punch 
summary data into a weekly sum- 
mary card showing all debits and 
credits to all accounts, and to main- 
tain these cards in a credit history 
file, one card for each week for each 
customer. 


“However, we felt that the manual 
handling necessitated in such mainte- 
nance of history files would defeat 
much of the purpose of punch card 
accounting. Therefore we devised a 
combination aged trial balance and 
history record report. 


“At the end of our accounting 
period our machine data processing 
department prints a complete aged 
trial balance for all customers and 
also prints all transactions on all ac- 
counts for the past three months. This 
gives us a three-month source of in- 
formation for all customers at one 
point. We use the trial balance and 
history record in our reinvestigations 
of customers periodically throughout 
the year. We use it for answering trade 
inquiries, or inquiries from customers’ 
accounts. 


“On this record we have quite a few 
innovations. The report provides for 
invoice date, invoice number, invoice 
amount, and date paid. It provides for 
monthly ageing of the outstanding re- 
ceivables. 


“In a column on the right side we 








have provided for extra information. 
Our terms are 2% 10 days, net 30 
days. Whenever a customer takes 
late discount we code that payment 
with a ‘D’, meaning a discount vio- 
lation. When a customer passes up 
discount, we code that payment with 
an ‘N’, indicating this is a net pay- 
ment. When we have to write for 
payment we print an asterisk after 
that item on the history record. When 
the customer makes deduction, we 
print a ‘B’, for balance, after the 
item. When we make an allowance 
for a correct deduction, we print an 
‘AL’. When we send a check covering 
an overpayment, we print a ‘VR’, 
meaning voucher.” 


Available Once a Month 


Thus, Mr. Lussky points out, his 


credit department has a ledger sheet 
comparable to that produced under 
its former Burroughs bookkeeping 
system, except that it is available 
only once a month rather than 
throughout the month. This he calls 
a sacrifice for the advantages of ma- 
chine data processing. 

“Several times a week we receive 
a report on all outstanding items 
older than a date of our selection. 
This is checked at least once a week 
against pending files to make certain 
there is a file on every outstanding 
item. On this list is printed the as- 
terisk before-mentioned, indicating 
that there already is a file on these 
items, and new files are started on 
those items which have no asterisk.” 

The credit executive called atten- 
tion to another company’s use of 
machine data processing equipment 
to print routine first collection letters. 
The body of the letter is preprinted; 
the punch cards are used to print the 
name and address of the customer 
and the date and amount and other 
detail on the invoice. 

“IT am not intending to give the 
impression that punch card account- 
ing has no difficulties”, Mr. Lussky 
emphasizes. “There are many frus- 
trations. 

“It is of vital importance, for 
instance, to get an ironclad commit- 
ment as to the scheduling of reports 
and information necessary for credit 
operation, this to avoid any later 
misunderstanding resulting in inter- 
ference by the running of special 
sales reports. Too, in our operation, 
changes occur so fast that personnel 
has difficulty keeping up with the 
latest developments. Also, it is im- 


portant to have a period of stabiliza- 
tion so that all will become familiar 
with the operation and proceed care- 
fully before revising systems.” 

The skill of credit department per- 
sonnel will have to be redirected or 
new skills learned and old skills dis- 
carded, Mr. Lussky cautioned. Dis- 
location of some workers can result. 
At Pet Milk Company personnel has 
been reduced by three, volume has 
been increased 20 per cent. 


Time to Help in Management 
Of Personal Debt, Bankers Told 


The general downtrend in instal- 
ment loan paper acquired by banks, 
with the exception of personal loans 
and automobile dealer floor planning 
loans, indicates that now is a good 
time to help individuals toward 
orderly management of personal 
debt, says the instalment credit com- 
mittee of The American Bankers 
Association. 


Talcott’s billion dollar SERVICE 


VOLUME OF CLIENT RECEIVABLES PROCESSED PER YEAR 
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‘The value of Talcott’s Financing Service 
to American business and industry is 
reflected in the growth of client sales 
volume processed annually .. . now well 
over the billion dollar mark. A very sub- 
stantial part of this growth has resulted 
from referrals of customers by Credit 
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Managers who desire to assist these cus- 
tomers in growth or financing problems. 
We are always ready to cooperate in 


any way. 


If you'd like a free copy of the Talcott 


Basic Data 


File which explains our 


financing and factoring services, just 
write. We’d welcome the opportunity to 





be helpful. 
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221 PARK AVENUE SOUTH, NEW YORK 3, N.Y. 
Other offices or subsidiaries: CHICAGO * DETROIT » MINNEAPOLIS 





ORegon 7-3000 


BOSTON * ATLANTA * LOS ANGELES + SAN FRANCISCO 


CREDIT AND FINANCIAL MANAGEMENT, May, 1961 13 





UR COMPANY is the out- 
growth of a partnership form- 
ed in 1882 to retail in shelf 

hardware and farm implements. In 
1889 the original partnership was 
dissolved and a new corporation 
formed under the present company 
name. At that time the farm imple- 
ment lines were discontinued, electri- 
cal appliances. paints and_ mill 
supplies were added, and the company 
was set up to do a general hardware 
business in both retail and wholesale. 

We have ninety employees, many 
of whom are stockholders. We travel 
thirteen salesmen serving approxi- 
mately four hundred dealers within 
a hundred mile radius. We have 
eight men on general lines, three on 
mill supplies, one on sporting goods 
and one on paints. 

We have what we believe to be a 
rather commendable dealer credit 
record. In this closely knit territory 
each salesman covers his entire list 
of customers every two weeks. At 
sales meetings. held at the end of 
each two-week period, credit prob- 
lems are carefully reviewed and 
course of action is decided on the 
basis of known factors in each case. 

In our highly competitive area we 


ne 


FINANCING a salesman into store ownership pays dividends for supplier. Dis- 
cussing a current case are John M. Williamson (standing), president of Schlatter 
Hardware Company, Fort Wayne, Ind.; Albert H. Trier (left) vice president, and 
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....a problem case is solved 


By HAROLD D. POLLITT, Secretary and Credit Manager 
Schlatter Hardware Company, Fort Wayne, Indiana 


do, however, have a problem com- 
mon to all wholesalers: ineffective 
dealer representation in certain com- 
munities. To correct this situation we 
have adopted a plan that has enabled 
us to do much toward taking up the 
slack in these weak spots. Specifical- 
ly, it is selecting a capable and ambi- 
tious man who wants to get started 
on his own, and providing him 
financial and merchandising as- 
sistance. 

Our most recent venture presents 





Harold D. Pollitt, secretary and credit manager. 


Mr. Williamson, who succeeded his father as president, had joined the company 
following graduation from Indiana University. Mr. Trier at age 15 started in the 


warehouse, became a salesman, buyer, treasurer and then vice president. 
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a typical example of how it works. 
A young man was a first-rate sales- 
man for one of our dealers. He was 
compatible, had good habits, won 
and held customers. We learned that 
the owner would consider selling the 
business. We immediately contacted 
the salesman and worked out a plan 
whereby he could buy the store on 
contract. 

We agreed to supplement his re- 
serve funds with sufficient cash to 
meet the down payment. We also 
backed him with the merchandise to 
round out the depleted stock. Under 
the agreement he is taking up the 
loan through specified monthly pay- 
ments plus interest. We also made 
liberal. arrangements on his monthly 
merchandise needs, carefully checked 
every two weeks by our own sales- 
man, who advises him on selection 
and quantities. 


Flan Pays Off 


Though our company is not large 
enough to go extensively into the 
financing field, our experience shows 
that. by and large, the plan has paid 
off. We invest in loyalty and we are 
able to strengthen our dealer picture 
where needed. 

We feel that we, as wholesalers, 
can do much to keep our dealers, and 
therefore ourselves, out of credit com- 
plications. We make frequent, regu- 
larly scheduled calls on the dealers. 
We are liberal in extending credit 
lines where circumstances and condi- 
tions seem to justify such action. In 
other words, we offer financial as- 
sistance. With close-by warehousing 
facilities and frequent dealer contacts 
we are able to provide adequate 
stock on a minimum order basis. 
Indeed, a dealer could order on 


AT WORK. 








FTER completing the com- 

mercial course at Anthony 
Wayne Institute of Fort Wayne. 
Harold D. Pollitt joined Schlatter 
Hardware Company in 1931 as 
manager of accounts payable and 
accounting. He was elected to the 
board in 1942, became auditor 
and assistant credit manager in 
1944, and was appointed secre- 
tary in 1949, later taking on the 
duties of credit manager. 

Mr. Pollitt is immediate past 
president of the Fort Wayne As- 
sociation of Credit Men and cur- 
rently is councillor. He com- 
pleted NACM’s National Institute 
of Credit course in Indiana Uni- 
versity’s Extension School. 


practically a daily basis if necessary. 
Under this arrangement, the dealer 
realizes a maximum turnover. 

The nearby warehousing also has 
substantial profit advantages through 
more frequent turnover on_ less 
financial investment. According to 
data compiled by the National Retail 
Hardware Association, the dealer 
who buys in quantity lots from the 
factory must buy at prices 1744 per 
cent under the wholesaler’s price to 
come out equally well. In large 
quantity buying he has a greater 
stock investment, has one less turn- 
over a year, and must provide 
additional costly storage space. The 
hardware association report also 
points out that stale inventory 
carried over a year costs him 20 
per cent. 

Another factor that helps keep our 
dealers in a healthy financial posi- 
tion is our sales promotion and 
merchandising cooperation. We not 
only sell to the dealer; we also take 
action to sell through the dealer. We 
have fifteen promotions per year: 
twelve bargain-of-the-month _ pro- 
motions which we, with dealer co- 
operation, promote on radio; circu- 
lars each spring and fall which we 
sell at cost to the dealer for his own 
distribution; and a Christmas cata- 
log. We also supply our dealers with 
a complete merchandising catalog 
and make monthly supplement mail- 
ings. 

We hold to a firm conviction that 
the really important job in keeping 
our dealer in the black starts many 
steps ahead of the point where the 
credit department might find him 
thirty days in arrears. 


Call Long Distance and 
Check credit ratings fast 





Nobody makes any money while your 
company’s waiting for credit clearances. 
So get them in a hurry—and personally 
—by Long Distance. 


You'll get the jump on competition, 
help keep merchandise moving, and pave 
the way for extra profits. 


Long Distance pays off! 


Use it now... for all it’s worth! 











BELL TELEPHONE SYSTEM (aX): 
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65 YEARS OF PROGRESS 


NACM’S Contribution to 


Professional Credit Management 


IXTY-TWO business leaders, concerned with sound credit and business profits 
in a growing nation, met in Toledo, Ohio. on June 23, 1896 to form a national 
association of credit managers. The unified, voluntary, and national organization 

they created was designed to help all credit managers do together what none could 
do alone. 


Their common purposes are plainly stated in the minutes of that first meeting. 
The founders sought better protection of credits; reduction of bad debt losses; 
prevention, prosecution, and punishment of business fraud; reformation and improve- 
ment of business legislation; better cooperation among creditors in the exchange of 
credit information: and improved and more uniform methods for managing business 
credit. These purposes became the substance of the original bylaws. 


In the founding year, the national association was primarily concerned with ob- 
taining a federal insolvency law. None existed, and bankruptcy abuses, such as bulk 
sales, were rampant and costly. Between 1800 and 1867, three national bankruptcy 
laws had been enacted, but none had survived more than eleven years before being 
repealed. Not until the NACM helped obtain passage of the fourth National Bank- 
ruptcy Act in 1898 did the business community acquire a protective law that, with 
modifications, has since been in continuous effect. 


From the very first, the association sought also to establish a professional code of 
ethics for credit managers. Codified in its present form in 1955, the ten Canons of 
Commercial Ethics formally restate the association’s original purposes, among them 
the exchange of credit information on the basis of confidence and reciprocity, and 
the moral obligation to assist innocent distressed debtors and to expose dishonest 
debtors. 


In no other country of the world do business concerns exchange confidential credit 
information as freely as in the United States. This custom, fostered by the association 
and its membership since 1896, has contributed to the vitality and growth of American 


business, and has kept goods flowing safely and steadily through all legitimate 
channels of distribution. 


Since its early days, the association has also provided educational facilities to help 
members develop and improve their managerial skills. Begun in 1918, the educational 
program has expanded to include credit management workshops, courses at the 
college level, and a graduate school of credit and financial management. With the 
founding of the Credit Research Foundation in 1949, a major program of basic credit 
research was introduced. This has developed, in these short years, a fund of data of 
growing value to the practice of credit management. 


Throughout its history, spanning periods of prosperity, economic crisis, and two 
world wars, the association has flexibly met the changing credit needs of professional 
credit managers, business profits, and national growth. 
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Highlights in the History of the 
National Association of Credit Management 


EARLY YEARS—1896-1900 


1896 — NACM founded by 62 business leaders on June 
23, 1896, in Toledo, Ohio. 


1897 — Nationwide movement launched against secret 
sale of goods in bulk, then the commonest 
method of defrauding creditors. Today, 50 
states have enacted protective legislation. 


898 — NACM took leadership in framing and obtain- 
ing passage of the National Bankruptcy Act, 
fourth such law enacted but the first to survive 
repeal and to provide business with continuing 
protection against dishonest insolvency. 


1899 — Took first steps toward systematic prosecution 
of credit frauds. 


1900 — Initiated drive for enactment of Fictitious Name 
Laws, now on the statute books of 45 states. 


START OF A NEW CENTURY—1901-1910 


1901 — Plans begun for a National Credit Interchange 
Bureau System to exchange ledger experience 
among business houses. 


1902 — Raised first funds to prosecute commercial 
frauds. 


1904. — First Industry Credit Groups organized. 


1905 — Adjustment Bureaus first developed to reha- 
bilitate deserving debtors and liquidate busi- 
nesses in difficulties with minimum loss to 
creditors. 


1908 — First published the Credit Manual of Com- 
mercial Laws, complete guide to federal and 
state laws and amendments affecting company 
credit policies and practices. Revised annually 
since. 


1909 — Appointed Banking and Currency Committee, 
which was destined to play major part in re- 
forms leading to establishment of Federal Re- 
serve System. 


BETTER LAWS AND NEW SERVICES 
1911-1920 


1911 — Record year in Bulk Sales legislation, with 
seven states adding such laws. 


1913 — Association took active part in obtaining pas- 
sage of Federal Reserve Act to make possible a 
more orderly flow of money and credit to busi- 
ness and public. 


1916 — Spearheaded drive in hard-won Congressional 
fight to retain par payment of checks provision 
in Federal Reserve Act, thereby annually saving 
businesses many millions of dollars. 


1919 — Credit Interchange Bureaus System made 
national in scope. Foreign Credit Interchange 
Bureau established.” m4 


1920 — National Institute of Credit established to pro- 
vide training for men and. women entering 
credit profession. “Credit Monthly” succeeded 
“Business Topics” as official publication of 


NACM. 


GROWTH AND CONSOLIDATION 
1921-1930 


1925 — Fund of $1.4 millions raised by Fraud Pre- 
vention Department to prosecute commercial 
crime. 


1926 — Obtained amendments to National Bankruptcy 
Act to meet evils of collusion, fraudulent compo- 
sitions, discharge of dishonest debtors, inef- 
fective criminal provisions, evasion of statute, 
and unnecessary complications of procedure 
under the Act. 


1927 — Took an active part in securing passage of 
McFadden-Pepper National Bank Bill for uni- 
form banking system. 


1929 —'Raised second Fraud Prevention Fund to com- 
(Continued on following page) 
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bat credit fraud. False Statement Act now 
enacted in 43 states. 


1930 — “Credit Monthly” succeeded by “Credit & Fi- 


nancial Management” magazine as the official 
association publication. 


HARD TIMES AND NEW CONQUESTS 
1931-1940 


1931 — Sponsored first national Mercantile Credit Sur- 


vey made by U. S. Department of Commerce. 
Industry Credit Groups passed 400 mark. 


1933 — Association and its officers participated in re- 


covery program. Sponsored proper credit pro- 
visions in Industry Codes. 


1935 — Washington Service Bureau established for 


members’ government-business contacts. Spon- 
sored passage of Federal Bond Law providing 
payment bond to protect public works creditors. 


1936 — In cooperation with U.S. Department of Com- 


merce, inaugurated first national monthly sur- 
vey of manufacturers’ and wholesalers’ collec- 
tions and sales. 


1938 — Culminating six-year NACM-sponsored program 


to improve and modernize bankruptcy pro- 
cedure and practice, Chandler Bill became law 
as National Bankruptcy Act of 1938. Repre- 
sented most outstanding legislative accomplish- 
ment since passage of the National Bankruptcy 
Act of 1898. 


POST-WAR GROWTH—1941-1950 


1943 — Sponsored law for par clearance of bank checks 


in Iowa, first state to enact such a law. Proposed 
model legislation such as Bulk Sales Laws, 
Assumed Name Laws, and Assignment of Ac- 
counts Receivable Laws for adoption in state 
legislatures generally. 


1945 — Sponsored and contributed to enactment of 


Nebraska Par Clearance Law. 


1947 — Struck new blow for par clearance when Su- 


preme Court of Nebraska upheld constitution- 
ality of Nebraska par law. Celebrated first 50 
years at Golden Anniversary Credit Congress 


May 11-15 in New York City. 


1949 — Chartered Credit Research Foundation to pro- 


mote and direct credit research and education. 
NACM membership passed 30,000 mark. Spon- 
sored and contributed to enactment of Wiscon- 
sin Par Clearance Law. 


1950 — Executives’ School of Credit and Financial 


Management renamed Graduate School of Credit 
and Financial Management and conducted for 
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NACM Founding Site Plaque 


DEDICATION CEREMONY on the site of the 


founding of the National Association of Credit 
Management on June 23, 1896, will have been held 
in Toledo, Ohio, by the time this issue is distributed, 
with officials of NACM and The Credit Association of 
Northwestern Ohio participating in installation of a 
bronze plaque in the lobby of the new Owens-Illinois 
Glass Company Building at Madison avenue and St. 


Clair street. 


A complete article, with illustrations, will be pub- 
lished in the June issue. 





first time at Amos Tuck School of Business 
Administration, Dartmouth College, in Han- 


over, N.H. 


THE EXPANDING FIFTIES—1951-1960 


1951 — 


1952 — 


1954. — 


1955 — 


1956 — 


Took action leading to amendment of 1951 
Revenue Code for more equitable taxation as 
between private, fully taxed business and com- 
peting tax-exempt cooperatives. Supported 
enactment of Alaska Assignment of Accounts 
Receivable legislation. 


Foreign Credit Interchange Bureau made its 
25th annual survey of credit conditions in Latin 
America. Second session of Graduate School 
of Credit and Financial Management inaugu- 
rated at Graduate School of Business, Stanford 
University, Palo Alto, Calif. 


Played active role in obtaining amendments to 
Internal Revenue Act of 1954 for reduction of 
double tax on dividends and for improved 
efficiency in tax accounting procedures. 


Professional ethics for credit managers codified 
and revised as the ten “Canons of Commercial 
Ethics.” “Statement of Principles in the Ex- 
change of Credit Information between Banks 
and Mercantile Concerns” jointly adopted by 
Robert Morris Associates and National Associ- 
ation of Credit Management. Launched pro- 
gram of nationwide cooperation with other 
organizations in the building trades for im- 
provement of construction credit practices. 
Provided NACM executive staff to participate 
in U. S. Department of Commerce International 
Trade Fair Program and Trade Missions in 
Italy, France, and Ethiopia. 


National Committee on Improved Construction 
Practices formed in recognition of mounting 
construction failures and increased need of 

(Continued on page 34) 








ACCOUNTS RECEIVABLE ARE A GOLD MINE 
OF WORKING CASH 
if you know how to work the mine 


Our clients know how. In the last ten years we 
have paid them cash in full for $4,500,000,000 


merchandise they sold their customers on credit. 


William Iselin clients 

get full financial sup- 
port for maximum profit 
operations, for turn- 
over that brings high- 

er return on investment, 
for selling on strongly 


competitive terms. 


William Iselin clients 
avoid a!l credit losses, 
exposures that chill 
ageressive selling, slow 
accounts that freeze 


their funds. 





Both for your own financial efficiency and for customers of 
yours whom you might like to help get on a discount pay 
basis, William Iselin may offer the exact program to turn 
accounts receivable into quick and permanent working capital. 
Send for our brochure: MORE MONEY FOR BUSINESS. 


WILLIAM ISELIN & CO., INC. 
357 Park Avenue South, New York 10 
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New Desk Partitioners and Conveyor 


System Speed Newspaper’s Service 


HEN the Cleveland Press 
W moved into its new, ultra- 

modern building, each de- 
partment was equipped with facilities 
to insure maximum worker produc- 
tivity. In the newspaper’s telephone 
room, where classified advertising 
orders are handled, two innovations 
in facilities were installed. One, a 
new type of desk partitioning, in- 
creases productivity by eliminating 
work interruptions, noise and con- 
fusion. The other, a conveyor system, 
permits faster and more efficient 
processing of ad orders. 

The 34 girls who work in this de- 
partment use the telephones contin- 
uously to solicit and receive classified 
ads. A 22-inch-high Marnay par- 
titioner was installed on each girl’s 
desk. In addition, “straight runs” of 
14-inch high Desk Partitioners were 
attached to the conveyor belts where 
they serve to separate rows of desks 
and to create a more orderly work- 
ing atmosphere. The Desk Partitioner 
is a product of Marnay-Rockaway. 

The conveyor system consists of 
two belts which run parallel to each 
other, separated by two rows of 
desks. The girls place the telephone 
orders into the belts, which convey 
the orders to buckets which are fre- 
quently emptied so that orders can 
be speedily processed. 

“Marnay Desk Partitioners have 
proved the most effective and least 
expensive method of increasing pro- 
ductivity in our new phone room,” 
notes Mr. Winn Cowie, executive in 
charge of this department. 


+ 


New Devices Shown at AMA’s 
Data Processing Conference 


Among the range of exhibits and 
new developments noted at the 
seventh annual data processing con- 
ference sponsored by the American 
Management Association, in New 
York City: Bendix G-15 computer 
application to inventory control pro- 
gram in. garment manufacturing 
- company; Addressograph-Multigraph 
Corporation Portable Data Punch 
units for “on premise” and “off 
premise” uses; Minneapolis-Honey- 








)~ 


DESK PARTITIONERS installed in telephone room of the Cleveland Press 
provide economical solution to noise-privacy problem which exists in any large, 
busy area. Manufactured by Marnay-Rockaway, partitioner units are attached to 
desks by means of a patented clamping device which is said to prevent any mar- 
ring of desk top. Sold as “L’”’ shaped units, the Desk Partitioner has a reversible 
side which can be installed to right or left of desk as desired. 


well EDP division’s Converter that 
automatically translates records on 
magnetic tape from IBM and Univae 
language into “Honeywell language.” 


OMAC Midwest Show Names 
Wylie ‘Mr. Office Management’ 


Harry Wylie, assistant secretary- 
treasurer Pure Oil Company, Pala- 
tine, Ill., who was designated “Mr. 
Office Manage- 
ment” by the 
Office Manage- 
ment Association 
of Chicago at its 
annual Midwest 
Chicago business 
show, cospon- 
sored by North- 
western Univer- 
sity, keynoted the 
show’s seminar program. Personnel 
problems, data processing equipment 
and office services were seminar 
themes. 


HARRY WYLIE 
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High Level Older-Worker 
Program Set in California 


Controllers, accountants, office, 
sales and credit managers, public 
relations men, engineers, bank presi- 
dents are among the categories of 
experience represented in a Cali- 
fornia job-finding program. To com- 
bat the waste to the economy from 
employers’ automatic rejection of 
competent qualified men on account 
of age, “EXPERIENCE UNLIMITED” has 
been established. 

Initiated in Berkeley by Ralph 
Moore, older worker specialist, the 
local office of the California depart- 
ment of employment called together 
a group of high-level executive and 
professional men to work together 
toward solving their mutual problem: 
that of finding suitable employment. 
Similar groups have been established 
in San Jose and Oakland. 

Groups meet weekly in local offices 
of the department of employment. 
Tips and leads are interchanged. 
Lists of available administrative and 
professional talent are circulated. 





Convention Program 





"W\ HE completed program of the 

65th Annual Credit Congress in 
Denver May 14-18 is presented on the 
three following pages, including Ple- 
nary Sessions, listing of Industry 
Groups meeting, International Trade 
Functions, Credit Women’s Events, 
Royal Order of Zebras Functions, and 
Entertainment. 

The many additional special events, 
such as association receptions and 
dinners, breakfasts and luncheons, 
will be listed in the Official Credit 
Congress Program Book, which you 
will receive when you pick up your 
Convention Credentials at the NACM 
headquarters in the Denver Hilton ho- 


tel. 








143,000 Bankruptcy Petitions 
This Year Forecast by Covey 


Bankruptcy petitions to be filed in 
United States courts this year are 
expected to reach a record 143,000, 
Edwin L. Covey, chief of bankruptcy, 
Administrative Office of U. S. Courts, 
testified before a House appropri- 
ations subcommittee on expenses. 

Mr. Covey based his prediction on 
figures he had compiled through 
January. Almost 90 per cent of the 
cases had been filed by individuals. 
There were 12,284 business bank- 
ruptcies in 1960, as against 11,729 
in 1959, he said. 

Reflecting the increase annually 
shown, Mr. Covey pointed out that 
from 40,087 cases in 1953, the total 
had soared to 110,034 last year. 


Chase Manhattan Bank Sets 
A Number of New Records 


Among a number of records that 
were set by The Chase Manhattan 
Bank in 1960, as noted in the bank’s 
annual report: In dollar amounts, 
foreign exchange transactions jumped 
91 per cent over 1959; acceptance 
financing showed a 43 per cent rise, 
and letters of credit for exports and 
imports increased 1] per cent. Gross 
loans (excluding mortgages) were 
$4,449,052,000 on December 31st, 
the highest for any reporting date 
and some $112 million greater than 
a year earlier. 





you want more 
working capital... 


you want to move 
more inventory... 


you just want to take 
less credit risk... 


you need the all purpose 


CONTROLLED CREDIT DISTRIBUTION PLAN 
with it you will 


@ Increase sales volume. 
°@ Reduce credit risk. 
@ Stock complete line at point-of-sale. 


@ Eliminate costly consignment and open account 
losses. 


@ Supplement working capital requirements. 


For complete information contact our nearest office 
or mail the coupon today. 


® 
® € 
¢ NEW YORK TERMINAL WAREHOUSE COMPANY : 
e Operating offices in principal cities e 
® 25 SOUTH WILLIAM STREET, NEW YORK 4, NEW YORK e 
; Without obligation please send me your booklet “‘A Close Look at Controlled Credit ; 
° Distribution.” e 
« gas as cases Foot cag mates Cease ee os ea Rcdiad gba alancupicesenoea IIA, hac cscedsccastacanseanadendcxences 2 
a 
. PIRM:...:......... ; 
e Noo orecs cient. k dai tryin he yeti ® 
e i ZONE............... STATE. ...........c0.00000- s 
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MONDAY MORNING 11:50 

May 15, 1961 
FIRST PLENARY SESSION 14:55 
Grand Ballroom, Denver Hilton Hotel sie 


At the Baldwin Organ 
Organist: LEONARD BAYLINSON 


Call to Order 
RAYMOND C. ERICKSON, General Convention 
Co-Chairman 
Vice President, Denver United States National Bank 


Invocation 
BISHOP GLENN R. PHILLIPS 
Rocky Mountain Conference of Methodist Church, Denver 
Presentation of The Colors P.M. 
Color Guard from Lowry Air Force Base, Denver 1:30 


Presentation of Gavel by CHAIRMAN ERICKSON to 
RALPH E. BROWN, President 
National Association of Credit Management 2:00 
Vice President, Marsh & McLennan, Inc., St. Louis 
Welcome to the 65th Annual Credit Congress 
From the State of Colorado: 
THE HONORABLE STEPHEN R. MC NICHOLS 


Governor 


From the City of Denver: 
THE HONORABLE RICHARD Y. BATTERTON 2:05 
Mayor 
From the Rocky Mountain Association of Credit Men: 
GEORGE D. SPILLANE, President 
Credit Manager, Beatrice Foods Co., Denver 
Response to Welcome 
WILLIAM L. HOLMES 
President 1959-60, National Assn. of Credit Management 
Assistant Treasurer and General Credit Manager 
Schlumberger Well Surveying Corp., Houston 
The President's Report 
RALPH E. BROWN 
President, National Assn. of Credit Management 
Presiding: 
GILBERT W. SITES 
Vice President, Western Division 
National Association of Credit Management 
Credit Manager, The Times-Mirror Co., Los Angeles 


Presentation of American Petroleum Credit Association 
Meritorious Achievement Awards to 

MISS VIRGINIA E. STARKE 

Credit Manager 

Union Bag-Camp Paper Corp., New York, N. Y. 


EUGENE B. KRUGER 
Manager of Credit 
Southern California Edison Co., Los Angeles 


Presentation by: 


DR. PETER C. PEASLEY, Executive Director 
Graduate School of Credit and Financial Management 
National Assn. of Credit Management, New York, N. Y. 


H. W. DUGDALE, President 
American Petroleum Credit Association 
Assistant General Credit Manager 
Shell Oil Co., New York, N. Y. 
"A Credit to Credit" 
Presentation of Meritorious Membership Awards 
NORBERT S. HOUSE, Chairman 
N.A.C.M. Membership Committee and N.A.C.M. Director 3:20 
Treasurer and Controller 
The Howard Zink Corp., Fremont, Ohio 
Keynote Address: 
ALAN S. JEFFREY 
Executive Vice President 
National Assn. of Credit Management, New York, N. Y. 
Address: 
“A Credit Man Must MANAGE" 
DR. JAMES L. HAYES 
Dean, School of Business Administration 
Duquesne University, Pittsburgh 
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Announcements: 

RALPH V. PEOPLES 

Continental Oil Company, Denver 
Appointment of Committees: 

RALPH E. BROWN 

President, National Association of Credit Management 
Adjournment 


MONDAY AFTERNOON 
May 15, 1961 
SECOND PLENARY SESSION 


Grand Ballroom, Denver Hilton Hotel 


At the Baldwin Organ: 
Organist: LEONARD BAYLINSON 


Call to Order: 
STEPHEN F. SAYER 
Vice President, Eastern Division 
National Association of Credit Management 
Vice President 
First Pennsylvania Banking & Trust Co., Philadelphia 


Panel Discussion: 
Co-sponsored by Robert Morris Associates and National 
Association of Credit Management Committees on Co- 
operation 
“Credit Inquiries—What Do Banks Tell You?" 
Introductory Remarks: 
WILLIAM M. EDENS 
First Vice President, Robert Morris Associates 
Director, National Association of Credit Management 
Vice President 
Continental-Illinois National Bank & Trust Company of 
Chicago 
Moderator: 
Cc. E. FERNALD 
President 1948-49, National Assn. of Credit Manage- 
ment 
President 
Marine Leasing Corp., Philadelphia 
Bank Panelists: 
W. E. LOEBMANN, Chairman 
Robert Morris Associates Committee on Cooperation 
with Mercantile Credit Men 
Vice President 
Central Trust Company, Rochester 


PRESTON V. HENLEY 

Assistant Vice President 

United States National Bank of Portland 
Mercantile Panelists: 

R. A. LARSON, Chairman 

N.A.C.M. Committee on Cooperation with Robert 

Morris Associates 

Credit Manager 

American Seating Co., Grand Rapids 


T. B. HENDRICK 

Past Vice President and Director 

National Association of Credit Management 
President, Collins-Dietz-Morris Co., Oklahoma City 


Panel Discussion: 

“What You Should Know about Insolvencies and Fraud" 

Introductory Remarks: 
ELMER M. KROENING 
Chairman, N.A.C.M. Fraud Prevention Committee 
Director, National Assn. of Credit Management 
General Credit Manager 
Allen-Bradley Company, Milwaukee 

Moderator: 
JASPER C. OSBORNE 
Director, National Assn. of Credit Management 
Vice President, Trust Company of Georgia, Atlanta 
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At a P 


Monday Afternoon (continued) 
3:20 Panel Discussion (continued ) 


Panel Members: 

F. M. HULBERT 
Past Vice President and Director 
National Association of Credit Management 
General Credit Manager 
The Procter & Gamble Distributing Co., Cincinnati 
HARRY A. MARGOLIS 
Hahn-Hesson-Margolis-Ryan, Attorneys 
New York, N. Y. 
J. H. NEIMAN 
Secretary-Manager, National Association of 
Credit Men (lowa Unit), Des Moines 
MORTIMER J. DAVIS 
Secretary-Treasurer, New York Credit Men's 
Adjustment Bureau, Inc., New York, N. Y. 

4:55 Announcements P 


RALPH V. PEOPLES 
5:00 Adjournment 


TUESDAY 
May 16, 1961 


Meetings of the following Industry Groups are scheduled for the 


entire day: 


Advertising Media 

Automotive 

Bankers 

Brewers, Distillers and Liquor Wholesalers 
Building Material and Construction 

Chemical and Allied Lines 

Confectionery Manufacturers 

Drugs, Cosmetics and Pharmaceuticals 
Electrical and Electronics Distributors 
Electrical and Electronics Manufacturers 
Feed, Seed and Agricultural Suppliers 

Fine Paper 

Floor Coverings and Furniture 

Food Products and Allied Lines Manufacturers 
Food Products Wholesalers 

Hardware Manufacturers 

Hardware Wholesalers 

Insurance 

lron and Steel, Non-Ferrous Metals and Related Lines 
Machinery and Supplies 

Meat Packers 

Millers and Allied Lines 

Oil Field Services and Supplies 

Paint, Varnish, Lacquer and Wallpaper 

Paper Products and Converters 

Petroleum 

Plumbing, Heating, Refrigeration and Air Conditioning 
Public Utilities 

Textile 

Wearing Apparel and Footwear 


(See Convention Program Book for details) 


WEDNESDAY MORNING 
May I7, 1961 
THIRD PLENARY SESSION 
Grand Ballroom, Denver Hilton Hotel 


A.M, 


9:00 At the Baldwin Organ 
Organist: LEONARD BAYLINSON 

9:30 Call to Order 
B. EARLE WALKER 
Vice President, Southern Division 
National Association of Credit Management 
Vice President, Treasurer and Credit Manager 
C. M. McClung & Co., Inc., Knoxville 


9:35 Invocation 
THE REVEREND GABRIEL LANE, O.P. 


Dominican Fathers, Denver 


9:40 N.A.C.M. Insurance Advisory Council 
Meritorious Award Presentation By 
WILSON D. SKED, Chairman 
N.A.C.M. Insurance Advisory Council 
Vice President, Marsh & McLennan, Inc., Chicago 
JOSEPH J. NEMETH 
Chairman, Special Awards Committee 
N.A.C.M. Insurance Advisory Council 
Vice President, E. H. Fishman, Inc., Cleveland 


9:45 Address: 


"Economic Conditions—How They Affect Credit 
Management" 

CRIS DOBBINS 

President 

Ideal Cement Company, Denver 


10:15 Presentation of Meritorious Membership Awards 
NORBERT S. HOUSE, Chairman 
N.A.C.M. Membership Committee 
and N.A.C.M. Director 


10:25 Panel Discussion: 
"Uniform Commercial Code, Article 9— 
How It Affects Unsecured Creditors" 
Moderator: 
I. L. HILLMAN, Chairman 
N.A.C.M. Legislative Committee 
and N.A.C.M. Director 
Treasurer, Dravo Corporation, Pittsburgh 
"Pro" Panelist: 
BORIS AUERBACH, Legislative Coordinator 
National Conference of Commissioners on 
Uniform State Laws 
Ohio State Bar Association, Columbus 
Opposed: 
HUGH WELLS, Wells & Marks, Attorneys, Cleveland 
11:30 Presentation of M.E.M.A. Scholarships for Graduate 
School of Credit and Financial Management 
IRWIN STUMBORG, President 
Credit Research Foundation, Inc. 
President 1956-57, National Assn. of Credit Management 
Assistant Treasurer and Credit Manager 
Baldwin Piano Co., Cincinnati 


JOHN W. HOWELL, General Credit Manager 
The Timken Roller Bearing Co., Canton 
Representing Motor & Equipment Manufacturers Assn. 


11:40 Announcements 


11:45 Adjournment 


THURSDAY MORNING 
May 18, 1961 
FINAL PLENARY SESSION 


Grand Ballroom, Denver Hilton Hotel 


A.M. 


9:00 At the Baldwin Organ 
Organist: LEONARD BAYLINSON 


9:30 Call to Order 
FRED FLOM 
Vice President, Central Division 
National Association of Credit Management 
Director—Credit and Adjustment 
The Detroit Edison Co., Detroit 


335 Invocation 
RABBI EARL S. STONE 


Temple Emanuel, Denver 


(Concluded on following page) 
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THURSDAY PLENARY SESSION 


(Concluded from page 23) 

9:40 Presentation of Meritorious Membership Awards 
NORBERT S. HOUSE, Chairman 
N.A.C.M. Membership Committee 
and N.A.C.M. Director 

9:50 Recognition of Convention Committees 
S. J. HAIDER, Convention Director 
National Association of Credit Management 


10:00 66th Annual Credit Congress—Philadelphia 
GEORGE W. SCHAIBLE, Regional Credit Manager 
General Electric Co., Philadelphia 
President, Credit Management Assn. of Delaware Valley 


10:05 Address: 
"A Policy for Prosperity in the '60s" 
DR. PAUL W. McCRACKEN 
Professor of Business Conditions 
University of Michigan, Ann Arbor 
Former Member, President's Council Economic Advisers 


10:45 Recognition of N.A.C.M. Board members and 
Presentation of Certificates of Merit 
RALPH E. BROWN, President 


National Association of Credit Management 


BUSINESS SESSION 
PRESIDENT RALPH E. BROWN, Presiding 


10:50 Report of Resolutions Committee 
JAMES W. CARPENTER, Chairman 
Director, National Assn. of Credit Management 
Vice President, Union Bank and Trust Co., Grand Rapids 
Report of Nominations Committee 
WILLIAM L. HOLMES, Chairman 
President 1959-60, National Assn. of Credit Management 
Assistant Treasurer and General Credit Manager 
Schlumberger Well Surveying Corp., Houston, Texas 
Election of Directors, Vice Presidents, President 
INSTALLATION: 
Directors—Vice Presidents—President 
Unfinished Business 
New Business 


12:00 Adjournment—''Auld Lang Syne" 
INTERNATIONAL TRADE FUNCTIONS 


Wednesday—May 17 


INTERNATIONAL TRADE LUNCHEON—12:30 P.M.; Silver Room, 
Denver-Hilton Hotel 


Co-sponsored by the Foreign Credit Interchange Bureau of the 
N.A.C.M. and the World Trade Club of Denver. 

Chairman: SYLVESTER F. MAJESTIC, Asst. Vice President 
Chemical Bank New York Trust Company 

Speaker: OSMOND A. JACKSON, Vice President 
Continental Illinois National Bank & Trust Company of 
Chicago 
Subject: "A Realistic Appraisal of Credit Conditions 
Throughout the World" 


ROUND TABLE CONFERENCE—FOREIGN CREDIT, COLLECTION 
AND EXCHANGE PROBLEMS—2:00 P.M. 


Co-sponsored by the Foreign Credit Interchange Bureau, N.A.C.M.., 
and the World Trade Club of Denver 
Chairman: CLIFFORD R. ROHRBERG, Vice President 
Morgan Guaranty Trust Company of New York 
Questions and discussions regarding countries’ dollar balances— 
foreign credit terms—collection experiences—discounts—export, im- 
port and exchange controls. All delegates invited. 


CREDIT WOMEN’S EVENTS 


Monday—May 15—12 Noon to 2:00 P.M. 


LUNCHEON AND ANNUAL BUSINESS MEETING FOR ALL 
REGISTERED CREDIT WOMEN 


Invocation: MISS RUBY THOMPSON, Seattle 
Presiding: MISS MILDRED McCALL, Chicago 
Chairman, National Credit Women's Executive Committee 
Address of Welcome: MRS. EUNICE RAYMOND, Denver 
Response to Welcome: MRS. LUCY G. KILLMER, Cleveland 
Annual Business Session: 
Chairman's Report 
MISS MILDRED McCALL, Chicago 
Vice Chairmen's Reports 
MISS PEGGY HAIL, Chattanooga 
MRS. MARY McGRAW, Binghamton 
MISS MARLIS RICK, Minneapolis 
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Secretary's Report 

MISS MARIE FERGUSON, New York 
Scholarship Award (Awarded by N.A.C.M.) 
Report of Resolutions Committee 
New Business 


Tuesday—May 16—6:30 P.M. 


CREDIT WOMEN’S ANNUAL BANQUET 


Host City Chairman: MRS. ALTA SETHALER, Denver 
Invocation: MRS. VESTA ZISCH, Denver 
Address of Welcome: MRS. EUNICE RAYMOND, Denver j 
Response: MISS MILDRED McCALL, Chicago 
Introductions: MRS. ALTA SETHALER, Denver 
Speakers: MRS. o DIXON. Subject: "When Your Silver Turns 
to Gold" 
COUNTESS MARIA PULASKI. Subject: 'My Life as a Spy” 


Entertainment 
Wednesday—May 17, 1961—2:00 P.M. 


CREDIT WOMEN’S FORUM MEETING 
Moderator: MISS MARCELLE KILPATRICK, San Francisco 


ROYAL ORDER OF ZEBRAS FUNCTIONS 


Tuesday—May 16—6:00 P.M. 
NATIONAL ROUND-UP DINNER AND ENTERTAINMENT 


Wednesday—May 17—12:00 noon 
LUNCHEON AND BUSINESS SESSION 


ENTERTAINMENT 


May 14 


Sunday Afternoon—Hostess and Credit Women’s Reception 
and Tea 
All registered delegates and guests invited. More than 
1,000 use this special event to become better acquainted. 


Sunday Evening—“Colorado Cavalcade” 
Featuring the world famous attraction THE KOSHARE 
INDIANS, renowned for their interpretative Indian dances. 


May 15 


Monday Afternoon—Sightseeing Tour for Wives and Guests 
Firsthand view of Denver and Colorado highlights. 


Monday Afternoon—Card Party and Tea 
For the wives and guests who do not take the Sightseeing 
Tour. Table prizes. Refreshments. 


Monday Evening—President’s Reception and Ball 
A night of dancing to the music and singing of Paul 
Neighbors and his Orchestra. 


May 16 


Tuesday Noon—Hostess Luncheon and Fashion Show 
Featuring Cathy Bauby, who will present "Charm Tips to 
the Ladies." Music by Fred Trahan Trio. Beautiful and 
useful favors for wives and guests. 


Tuesday Evening—Open “to do with as you please” 
Many special parties and receptions scheduled. 


May 17 


Wednesday Evening—“Rocky Mountain Varieties” 

Featuring: Ernie McLain White Guards, recording stars, 
with unique material and arrangements and with special 
lyrics. The Rocky Mountain Belles, unusual dance routines, 
beautifully costumed. Max Morath, with honky tonk on a 
honky tonk piano. Joanne Wheatly, vocalist, recording star, 
international celebrity. Christine and Mall, novelty dance, 
European attraction. Bob McElroy and Caroll, audience 
participation with balloon barrage. Show music by The 
Musicrafters under the direction of Phil Levant. Music by 
Clyde Commilo and His Orchestra for dancing. 





Credit Demands Will Grow Steadily, Say 
Bankers; No Overall Economy Weakness 


New “economic frontiers” in the 
economy, as bankers view them, are 
bright. While the “overall credit 
demands may be expected to in- 
crease,” Carl A. Bimson, president 
of The American Bankers Association 
and president Valley National Bank, 
Phoenix, Ariz., told bankers in Chi- 
cago for the 13th National Credit 
Conference of the ABA that bankers 
will need to be more cost conscious 
in 1961 than in the last few years. 

“Intelligent use of automation to 
keep our economy strong and profit- 
able” was urged by Clair C. Lasher, 
general manager of the computer 
department of General Electric Com- 
pany, Phoenix, who predicted the 
industry’s growth at an annual rate 
of $6 to $8 billions a decade from 
now. 

The Administration’s role in the 
mortgage market came in for ap- 
praisal by D. C. Sutherland, senior 
vice president Bank of America 
NT&SA, in San Francisco. “To fi- 
nance an extraordinarily high level 
of home building and at the same 
time reduce interest rates appears 
to present an irreconcilable conflict.” 
Under direct government financing 
the “mortgage market as we have 
known it would disappear,” he said, 
expressing doubt that a construction 
program of the proposed magnitude 
(2-million dwelling units per year 
during next 10 years) could be 
financed without rate increases. 

“Controllership must be brought 
to the farm,” said M. Monroe Kim- 
brel, chairman First National Bank, 
Thomson, Ga. He noted several 
trends in data on farm capital and 
credit which suggest that many 
farmers are remodeling their farm 
businesses and significantly changing 
their financial structures: investing 
more capital for farm production, 
borrowing more, and using much 
more working capital, “and they 
require more medium-term credit 
to finance it.” 

Small businesses need a “sixth 
sense for management” and the “will 
to succeed,” according to Philip S. 
Shoemaker, vice president Pittsburgh 
National Bank. Mr. Shoemaker, 
chairman of the subcommittee on 
special activities of the ABA’s small 
business credit committee, said that 


“the chief financial problem of small 
businesses is a lack of long term 
funds and equity capital rather than 
short term loans.” 


Consumer instalment credit banks 
have played a significant part in 
stemming recent recessional tenden- 
cies, will help build the economy to 


new, higher levels, said Thomas. C. 
Boushall, chairman The Bank of 
Virginia, Richmond. “Now is the 
appropriate time,” Mr. Boushall said, 
“to press for larger consumer loan 
volume that will stimulate buying of 
hard goods, soft goods and services.” 

Discussing money rate, Donald 
MacArthur, treasurer Sears, Roebuck 
& Co., Chicago, believes: “Open 
market rates will continue at a level 
below the prime rate; the prime rate 
will fall below the level of long term 
rates, and long term rates will rise.” 


“Every Season 
We Ran Short 
of Money” 


“We ran short of cash twice a year, at peak season time, just 
when we needed working capital the most. The pressure 
was terrible. We were constantly negotiating and renego- 


tiating. 


“Then we learned about Commercial Factors and its Business 
Growth Plan. We investigated and found it satisfied our needs 
perfectly. We haven’t had money problems since.” 


Cash As You Need It 


Pre-season, in season, post-season, you need never again 
worry about working funds. We provide those funds when 
and as you need them. That’s only one of the benefits of the 
Business Growth Plan. Why not investigate for yourself? 


Send For Free Plan Book 


This 16-page brochure describes in de- 
tail all the key features of the Business 
Growth Plan and offers valuable sugges- 
tions on how to expand your business 
and safeguard your profits. No cost or 


obligation. Write Dept. CF-5. 


tory 
BUSINESS 
fl. Bel 


PLAN 





“Serving the financial needs of industry since 1828” 


Commercial Factors 
Corporation 


One Park Ave., N.Y. 16, N.Y. 


MU 3-1200 
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Guides to Improve Executive Operation 


KEEPING INFORMED 


PACKAGING REQUIREMENTS CoDE— 

May 1960 ed. of Military Standard 
726, should be of value to companies 
that have government contracts re- 
quiring military packaging. Publi- 
cation, including supplements for an 
indefinite period, is sold on sub- 
scription basis: price $1.25; 50 cents 
additional for foreign mailing. Order 
from Superintendent of Documents, 
Government Printing Office, Wash- 
ington 25, D.C. (Catalog No. D 
7.10:726). 


AMERICAN STANDARD Minimum Re- 

quirements for Office-Type Dic- 
tating Equipment, X2.5.20-1960— 
Features essential for effective use of 
office-type dictating equipment are 
covered in this new standard, in- 
tended to assist office management in 
selecting most suitable equipment 
for its purpose, and in using it most 
efficiently. 35c copy, from American 
Standards Association, Dept. PR 
182, 10 East 40th St., New York 16. 


EXEcUTIVES GuIDE To Tac Buyinc— 

20-page illustrated booklet pro- 
vides factual information on modern 
tag buying methods and basic tag 
types. 35¢ copy. Write: Tag Manu- 
faeturers Institute, 145 East 32nd St., 
New York 16, N.Y. 


PERSONAL MANAGEMENT GUIDES FOR 

SMALL BusINEss gives information 
on overall management, getting new 
employees, training, compensation in- 
cluding fringe benefits, physical work- 
ing conditions, employee services. 
management-union relations. No. 26 
in SBA Management booklet series, 
25 cents a copy. Write Government 
Printing Office, Washington 25, D.C. 


FOR SALE 
REMINGTON RAND 
KOLECT-A-MATIC EQUIPMENT 


Safes, Trays, Wagons, etc. 

Very reasonable. 

Good Condition. 

For further particulars: CFM Box #935. 





To expedite receiving booklets 
described below in this column, 
address all inquiries concerning 
Efficiency Tips to CREDIT AND 
FINANCIAL MANAGEMENT, 44 
East 23rd St., New York 10, N. Y. 


EFFICIENCY TIPS 


914—Fasy-to-read Calculator for 
determining interest rates on loans 
or accounts is subject of literature 


of Paul S. Morton Engineering 
Service. 

v 
915—Lyon Metal Products, Ine. 


has released new 100-page general 
catalog (No. 100-K) which illustrates 
steel equipment products, gives speci- 
fications. Free on request. 


v 


916—Literature describes redesigned 
20 and 32-sheet tandem-type Collators 
of Thomas Collators, Inc. 


Vv 


917—Comptometer Duplex Model 
12D, calculator that automatically 
accumulates grand totals while com- 
puting net totals, is described in 
bulletin of Comptometer Corp. 


v 


918—Customer Relations Cards, 
humorous greeting cards designed 
for salesmen, are available from 
Exclusive Creations, Ltd., which 
offers free samples. 


v 


919—“How Much Do Your Carbon 
Copies Really Cost?” guide to com- 
pare time and material costs between 
loose carbon papers and manifold 
carbon paper sets, is offered by 
Port Huron Sulphite & Paper Co. 


v 


920—“Minipix Stamps,” small-size 
gummed advertising medium fea- 
tures full color reproduction from 
any 35mm. color slide, for use on 
letters, bills, envelopes, circulars, 
cartons. Also may be used as in- 
sertion in packages, envelopes. Free 
folder illustrating 16 stamps is 


offered by The Minipix Co. 
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BOOK REVIEWS 


INVESTMENTS—by David F. Jordan 
and Herbert E. Dougall, Seventh 
Edition. 582 pages. $10.60. Pren- 
tice-Hall, Inc., 70 Fifth Ave., New 
York 11, N.Y. 

@ In the first revision of the volume 
since 1952, the authors give due 
attention to changes in the pattern 
of rates in the investment market 
and in relative importance of media, 
to new institutional and equity in- 
vestors, and to new legislation. The 
work is divided into studies of the 
economics of investment, media, me- 
chanics, the investment program, and 
analysis of securities—corporation, 
industrial, public utility, investment 
companies, insurance, U.S. govern- 
ment, state and municipal bonds, and 
foreign securities. 


Also Recommended 


Members engaged in export or contem- 
plating entering international trade will 
find much of interest in the INTERNATIONAL 
Guipe To ForeicN COMMERCIAL FINANC- 
inc, Guenter Reimann, editor and pub- 
lisher, with Professor Edwin F. Wiggles- 
worth of New York University as co- 
author. The Gutpe, in 2 volumes of 200 
pages each, provides definitive evaluations 
of all methods of international financing 
and sources, also a directory. $65. Write 
International Reports, Inc., 200 Park Av. 
So., New York, N.Y. 


Enercy AND Man, a highly readable sym- 
posium on 100 years of the oil industry, 
consists of addresses at Columbia Uni- 
versity by five authorities—Allan Nevins, 
Robert G. Dunlop, Edward Teller, Ed- 
ward S. Mason, and Herbert Hoover, Jr. 
As president of Sun Oil Company, Mr. 
Dunlop had paid tribute to Credit in com- 
pany management when he stated in this 
magazine (CFM March 1956 pg. 24) that 
“demand, employment, sales, price levels, 
even the general prosperity of country are 
intimately related to the daily actions of 
creditmen.” 114 pages. $3.75. Appleton- 
Century-Crofts, Inc., 35 West 32d St., New 
York. 


Books received or mentioned 
in this column are not available 
from CREDIT AND FINANCIAL 
MANAGEMENT unless so indi- 
cated. Please order from your 
bookstore or direct from the 
publisher. 








Predicts Highest Economic 
Growth in Several Decades 

Economic growth of the United 
States in the next 10 years will be 
at a higher rate than in the several 
last decades, provided the govern- 
ment follows sound fiscal and mone- 
tary policies and reforms its tax 
system, Walter S. Seidman, partner 
in Jones & Company, Inc., New 
York, told the 16th annual conven- 
tion of the National Commercial 
Finance Conference, Inc., in New 
York. 

“The commercial finance industry 
will make a substantial contribution 
to such growth by channeling funds 
to the smaller companies—the Gen- 
eral Motors of tomorrow’, said the 


chairman of the trade group of the. 


commercial finance and _ factoring 
industry. He proposed new deprecia- 
tion regulations that would permit 
business to plan for growth, lower 
corporate tax rates, and an end to 
double taxation of distributed cor- 
porate profits. 

William J. Drake, executive vice 
president, noted first public offering 
of securities by several commercial 
finance and factoring companies, 
also increasing acceptance of joint 
participation with banks in special 
financing situations. 

J. Martin Seiler of A. J. Arm- 
strong Company, Inc., New York, 
was elected president, and Thomas 
Lefforge of Commercial Discount 
Corporation, Chicago, was named 
chairman. 


Decisive Advance of American 
Economy Is Seen by Saulnier 


An advance in the American econ- 
omy will be the next decisive move, 
with the rate of growth rising to 4 
per cent or more in the decade, Ray- 
mond J. Saulnier, former chairman, 
President’s Council of Economic Ad- 
visers, told the University 
Club of Michigan. 

In the panel with Mr. Saulnier 
were Floyd A. Bond, director. busi- 
ness-education division, Committee 
for Economic Development, New 
York, dean-elect of the university’s 
school of business administration: 
Paul W. McCracken, professor of 
business condiions, who will be a key 
speaker at the 65th annual Credit 
Congress in Denver in May: William 
Haber, professor of economics, and 


Press 


Malcolm L. Denise, vice president- 
labor conditions, Ford Motor Com- 
pany, Detroit. 

Dr. Saulnier said the economic 
expansion will be accelerated by 
more rapid growth of the labor 
force and by the fact the “heavy ac- 
cent on research is going to pay off.” 

Evidence of the basic strength of 
the economy was presented by Dr. 
Jules Backman, who is research pro- 
fessor of economics, New York Uni- 
versity. 

Russell R. Campbell of James Tal- 
cott, Inc., told of abuses appearing 
in instalment financing of income- 
producing equipment purchases by 
industry. 

Whereas several years ago dealers 


frequently required a down pay- 
ment of 20 to 3314 per cent on most 
types, he explained, today down 
payments are largely nominal and 
if required are collected on instal- 
ment by the dealer after selling the 
contract to a finance company. 
Terms, once limited to 24 or 36 
months, now are being stretched out 
to five years, he added, and dealers 
have been making excessive allow- 
trade-ins, the resultant 
large used inventory being the cause 
for most cases of financing difficulty. 

The association’s annual awards 
for business growth went to Dyna- 
color Corporation, Reeves Sound- 
craft Corporation, and to Research, 
Inc. 


ances on 





BLACK & WHITE MICROFILM PRINTS 
Automatcaly with DOCUMAT Reader-Printer 


Now, you can have large size, black and white prints in seconds—even 


from poor quality microfilm that 


others can’t print—right in your own 


office. Just press a button when you want that copy right now! With a 
DOCUMAT Reader-Printer anyone can produce a ready-to-use copy that 
will not fade, crack or peel. Even while scanning the reel for the next 
print, an enlarged, neatly-framed copy is emerging. If you use microfilm, 
you need a DOCUMAT Reader-Printer. 


Check these DOCUMAT features: 


* Anyone can operate a DOCUMAT. 

* Prints cost only pennies. 

* Copies neatly framed and trimmed. 
* Prints and processes automatically. 
* Combined operation insures security. 
© Accepts all standard film sizes. 


FREE OFFER 


Mail us your poorest quality micro- 
film — something no one else could 
print—and we'll send you a print that 
proves DOCUMAT succeeds where 
others have failed. Check the coupon 
for information or a demonstration. 


DOCUMAT ine. 


Microfilm Cameras - Readers - Reader-Printers 
75 East 55th Street, New York 22, N.Y. 


i DOCUMAT, INC., 75 E. 55th St., New York 22, N.Y. 
(0 Send me a DOCUMAT print of the enclosed film. 
{J 1 would like to see a demonstration of the 

DOCUMAT Reader-Printer. 
(J Send additional information on the DOCUMAT 
Reader-Printer. 


y NAME TITLE 
COMPANY 

I Apress 

I city ZONE STATE 





Cru se 


The new DOCUMAT Reader-Printer is distributed and serviced by the 


Charles Bruning Company, The Photostat 


Corporation and selected independent dealers 


CREDIT AND FINANCIAL MANAGEMENT, May, 19617 27 








Modernizing the Office 
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New Equipment to Speed Production and Reduce Costs 


Rotary Punch Tape File 





779 Mobile Rotary File on _ roll- 
away cabinet keeps data processing 
tape neatly stored and immediately 
accessible since it can be easily 
wheeled to any available computer. 
File of ACME VisiBLE ReEcorps, INc. 
holds reels of tape compactly in 
metal cases, where they can be 
visibly coded for immediate reference. 
Lower drawers of cabinet beneath 
are for less active tapes and special 
top drawer keeps small reels filed 
in storage grid. The mobile file 
revolves complete 360 degrees. 


Positive Paper Destruction 

_> 
780 Auto-Shred Paper Shredder of 
INDUSTRIAL SHREDDER & CUTTER 
CoMPANY provides record and paper 
destruction unit located wherever 
needed, eliminates acquisition by 
unauthorized persons of engineering 
data, records, maps. Featuring auto- 
matic feed hopper, 10” feed throat 
and completely enclosed operating 
mechanisms, unit will accept practi- 
cally all office data. Stapled, pinned 
or folded papers can be fed simul- 
taneously through separate gravity 
feed. Integral aluminum waste bin 
holds up to seven normal-size waste 
baskets of paper. Base is equipped 
with casters. 


Tape Reader 





cent ee _ 


781 Photoelectric Reader 


Tape 
Model PTR-7 of Omnitronics, INc., 
sub. of Borg-Warner, is applicable 
wherever reliable tape reading is 
required for input to digital com- 
puters, communication systems, tape 


converters, and the like. Use of 
light-chopper wheel and A.C. coupled 
amplifiers assures outstanding sta- 
bility, maker notes. Flexibility in 
types of tape and selection of tape 
speeds is provided. Compact unit 
requires only 5-14” rack space, 
measures 19” wide, 12” deep. Weight 
is 28 lbs. Operation power require- 
ments: 115 volts, 60 cycle. 


This department will welcome 
opportunities to serve you by 
contacting manufacturers or 
wholesalers for further infor- 
mation regarding products de- 
scribed herein. Please address 
MODERNIZING, Credit & Finan- 
cial Management, 44 East 23rd 
St.. New York 10, N.Y. 
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New Adding Machine 





782 Newest model Exitre Adding 
Machine distributed by American 
Office Equipment Company features 
full keyboard, direct subtraction, 
repeat key for multiple additions, 
and light weight (portable unit is 
under 6 pounds). Mechanically per- 
fect operation, budget price and smart 
styling are other features pointed 
out by distributor. 


Coin Changer 





783 For faster, efficient coin hand- 
ling, streamlined Model 77 Coin 
Changer of Mayor METALFAB, INC. 
also stores coins in units of 10 in its 
top removable service tray. This tray 
is aligned to hold coins of corre- 
sponding denomination for accurate 
count and systematic operation. Key 
chutes are protected by cutaway side 
panels, keeping them free from ob- 
struction. Unit weighs only 5 lbs., 
is 6” high x 10” deep x 11” wide. 
Additional service trays with 20-deg. 
tilt easel are obtainable. 





Paper Cutters 





784 Both the Model 15 and Model 
ll “Table-Top” Paper Cutters of 
Douctas Homs Company feature 
“Micromove” back guide adjustment 
coupled with a 14” graduated side 


guide that furnishes accurate means - 


of selecting cutting length. Unique 
arrangement permits removal of back 
guide for cutting extra long sheets. 
Model 15 has 1414” cutting width, 
Model 11 has 1114” cutting width, 
each has cutting capacity of over 300 
sheets, according to maker. Device is 
finished in gray enamel with nickel 
plated operating parts. 


Air Purifier 





785 Sano-FresH #17 Portable Air 


Purifier of Roark Industries, Inc. 
provides control over odors, smoke, 
other air impurities. Unit does not 
substitute a masking odor but puri- 
fies and recirculates without taking 
out heated or cooled air, winter or 
summer, maker notes. Of rugged 
spun anodized aluminum, device is 
compact and portable, plugs into 
any outlet and can be carried on 
trips. Units are available for auto- 
mobiles, meeting places, large and 
small office areas. 


Desk-Top Collator 


fs 





786 FARRINGTON 6-station desk-top 
GATHERER, for general office use, 
collates 81x11” sheets in sets of six 
at rate of 120 sheets a min., and 
readily intermixes a variety of paper 
weights and finishes, says maker 
Farrington Business Machines Corp. 
Unique trays eliminate doubles and 
misses. “Gatherer” may be loaded 
with one hand, since switch auto- 
matically lifts pushers from paper. 
Made of heavy gauge steel, unit has 
rounded corners and_ vinyl-coated 
top. Hinged gathering rack forms 
dust cover. 


Phone Loudspeaker 


= 


787 Orcoa SpeAK-up fully tran- 
sistorized Telephone Loudspeaker of 
Organ Corp. of America, Orcoa 
‘“Speak-up” Div., works electronical- 
ly the instant the phone receiver is 
placed on it, switches off instantane- 
ously when phone is’ removed. 
“Speak-up” amplifies caller’s voice 
as much as desired and is useful 
for telephone conferences, dictation, 
active stockrooms, billing depart- 


ments, one-girl offices. Device oper- 
ates on single battery system, works 
with any phone and there is nothing 
to install, maker notes. Weight: less 
than 24 ozs. 
ebony finish. 


Choice of 


ivory or 









Superstrong File 


788 Super Strength Pyramip draw- 
er and shell type Storage File made 
by Convoy, Inc. and distributed by 
Lennox Distribu- 
tors, embodies 
features usually 
found only on 
metal files: stack- 
ing guides, draw- 
er stops, recessed 
drawer pulls and 
cardholders, all 
standard equip- 
ment. The 350-lb. 
test corrugated 
fibreboard and 
double thick 
supporting side- 
walls provide ri- 
gidity. Stackabil- 
ity is assured by novel steel reinforce- 
ment. Pyramid files ship and store 
flat. 





Non-theatrical Film Outlay Up 


Outlay for non-theatrical films and 
audio visual material jumped 9 per 
cent in a year to a record $389 mil- 
lions. 


CUT COSTS with 
SORTKWIK® 


f . Fingertip magic 
FOR HANDLING PAPERS FASTER 


AB 


NO MORE SX nee FINGERS... 


NO MORE MESSY. 
6 

Just apply Sega to fingertips 
for greaseless, stainless, tacky film. 
See how easy it is to pick up papers 
of all kinds. One application is long 
lasting. Contains no drying alcohol. 
Washes off easily. Widely used in 
offices throughout the country. Try 
it and see why. 


ONLY 50¢ EACH 


at your stationer’s or send $1 for 
minimum order of two. Addi- 
tional quantities at 50c each. 


LEE PRODUCTS COMPANY 


Dep't CF-5 © 2736 Lyndale Ave. S. © Minneapolis 8, Minn. 





x SPONGES 
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Resolving Bankruptey Act “Strong-Arm” Clause 


U.S. Supreme Court Clarifies Trustee’s Rights under Section 70c 


By W. R. MONTGOMERY 


Counsel 


National Association of Credit 
Management 


Vice President 
National Bankruptcy Conference 


N JANUARY 9, 1961, the 
O United States Supreme Court 
finally resolved the meaning 
—— | and application 
of Section 70 c 
of the Bankrupt- 
cy Act, — popu- 
larly known as 
the “strong-arm” 
( Lewis, 
Trustee vs. 
Vanufacturers 
National Bank of 
Detroit.) 

Section 70 c clothes the trustee 
in bankruptcy with the rights of a 
creditor who could have obtained a 
lien at the time of bankruptcy, 
whether or not such a_ creditor 
actually exists. 


clause. 





W. R. MONTGOMERY 


Chattel Mortgage Involved 


The question before the Supreme 
Court was if, under Section 70 c 
a trustee in bankruptcy appointed 
pursuant to a voluntary petition in 
bankruptcy filed on April 18, 1958, 
could set aside a chattel mortgage 
given as security for an automobile 
loan by a Detroit bank on November 
4, 1957, and recorded 4 days later 
on November 8, 1957,—five months 
before bankruptcy. 

In Michigan, where the transaction 
took place, chattel mortgages are 
void as against creditors of the 
mortgagor unless filed with the 
Register of Deeds. Except in the case 
of a purchase money mortgage, no 
grace period is allowed for filing 
the mortgage. 

The referee in bankruptcy ruled 
that the mortgage was void as 
against the trustee, because, even 
though there was no evidence that 
any creditor had actually extended 
credit during the 4 days between 
the date of the execution of the 
chattel mortgage and the date it was 


filed, a creditor could have taken 
ahead of the mortgage had he 
extended credit during that period, 
and that, therefore, the trustee could 
claim the same right although no 
such creditor existed. 

The District Court reversed the 
referee, and the Court of Appeals 
for the Sixth Circuit affirmed the 
District Court. 

In an opinion by Justice William 
O. Douglas, the Supreme Court 
unanimously upheld the validity of 
the mortgage, holding that Section 
70 c gives the trustee the rights of 
a hypothetical creditor only “as of 
the time when the petition in bank- 
ruptcy was filed,” and “not of an 
anterior point of time.” 


The Court’s Interpretation 


“This construction,” the Supreme 
Court said, “seems to us to fit the 
scheme of the act. Section 70, sub- 
division e, enables the trustee to 
set aside fraudulent transfers which 
creditors having provable claims 
could void. The construction of 
Section 70, subdivision ec, which 
petitioner [the trustee in bankruptcy ] 
urges, would give the trustee power 
to set aside transactions which no 
creditor could void and which injured 
no creditor. The construction would 
enrich unsecured creditors at the 
expense of secured creditors, creating 
a windfall merely by reason of the 
happenstance of bankruptcy. . . . If 
we construe Section 70, subdivision 
c, as petitioner does, . . . security 
transactions entered into in good 
faith years before the bankruptcy 
could be upset if the trustee were 
ingenious enough to conjure up a 
hypothetical situation in which a 
hypothetical creditor might have had 
such a right. The rule pressed upon 
us would deprive a mortgagee of his 
rights in states like Michigan, if the 
mortgage had been executed months 
or even years previously, and there 
had been a delay of a day or two 
in recording without any creditor 
having been injured during the period 
when the mortgage was unrecorded. 
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“That is too great a wrench for 
us to give the bankruptcy system, 
absent a plain intention of Congress, 
which is absent here.” 

With this decision, the contro- 
versial decision of the United States 
Court of Appeals for the Second 
Circuit, in Constance v. Harvey, 215 
F. (2d) 571,* also fell by the 
wayside, and Mr. Justice John M. 
Harlan, who, when a member of the 
Circuit Court, wrote the opinion in 
that case, appended a footnote to the 
instant Supreme Court opinion, stat- 
ing frankly that he has long since 
come to the view that his opinion 
in Constance v. Harvey was ill-con- 
sidered, and that he welcomes an 
opportunity to join in setting the 
matter right. 

Under the law as now established 
by the United States Supreme Court, 
chattel mortgages will be valid 
against a trustee in bankruptcy unless 
bankruptcy intervened before the 
chattel mortgage was filed, or there 
must be a showing that there exists 
at the date of bankruptcy a creditor 
who extended credit in the interim 
before the chattel mortgage was re- 
quired to be filed. 


* In Constance v. Harvey, the United 
States Court of Appeals for the Second 
Circuit adjudged void as against a trustee 
in bankruptcy of the mortgagor a chattel 
mortgage which was not properly recorded 
for a period of 10 months after its exe- 
cution due to an error by the recording 
officer. The transaction in that case was 
governed by the law of New York, which 
requires that a chattel mortgage shall be 
filed within a reasonable time after its 
execution and where an unrecorded mort- 
gage is void as to simple contract creditors 
becoming such without notice, prior to 
actual recording. Judge Harlan (now a 
Justice of the United States Supreme 
Court) found that, although there was 
no showing that the petition in bankruptcy 
had been filed before the actual recording 
of the mortgage, the mortgage was invalid 
as against the trustee because “an existing 
creditor without notice of the chattel 
mortgage could have obtained a lien at 
the time of the filing of the petition in 
bankruptcy, . . . and the trustee was en- 
titled to be put in the position of an 
‘ideal’ hypothetical creditor ... .” 














When you affirm big, be- 
lieve big, and pray big, big 
things happen. 


—Norman Vincent Peale 





Tax Law Too Complicated, 
Seidman Tells Controllers 


The federal tax law is too com- 
plicated, has too many loopholes, is 
not fully enforced, and tax rates are 
too high, members of the Control- 
lers Institute of America, at their 
29th annual Conference, in San 
Francisco, were told by J. S. Seid- 
man, of Seidman & Seidman, New 
York, immediate past president of 
the American Institute of Certified 
Public Accountants. 

Roy Reierson, senior vice president 
and chief economist of Bankers Trust 
Company, New York, in analyzing 
the slackening of business activity, 
pointed to corporate profits lag- 
ging behind national income the past 
several years, the stiffening world 
competition, the accelerated gold 
outflow, and urged European mar- 
kets to take over a larger share of 
the burden of mutual defense and 
of assistance to underdeveloped 
nations. 

Of the impact of foreign political 
and economic development on 
American business, John S. Ewing. 
associate professor, international 
trade and marketing, Stanford’s 
graduate school of business, said the 
rise of national aspirations in other 
countries presents the most besetting 
problems. Among factors are uncer- 
tainty as to the ultimate form of 
government of the new nations, 
pressure of population and the re- 
sultant opportunity to help develop- 
ment of markets for consumer goods 
but with a job of convincing the 
governments that American business 
can do a better job at lower cost for 
them than they can do themselves. 


18 Billions for Worker Security 


Private industry increased by $2.1 
billions last year the amount paid 
for employee security, says the Na- 
tional Industrial Conference Board, 
to a total of $18 billions, for work- 
ers’ pension, welfare and unemploy- 
ment benefits. 





World Trade Club Honors Philip Gray; 
Director of FCIB Wins Annual Award 


Philip J. Gray, director of NACM’s 
Foreign Credit Interchange Bureau, 
has been selected to become the 
recipient of the 
Fourth Annual 
Award of the 
World Trade 
Club of New 
atoerk,. Inc., 
Michael Fioren- 
tino, president, 
has announced. 

Mr. Fiorentino 
called attention 
to the Bureau’s “aggressive, current 
credit reporting services on_ the 
major trading countries of the world, 
so ably put at the disposal of the 
foreign trade fraternity.” 

The Award, which is given for 
significant contributions to the field 
of international trade, will be pre- 
sented to Mr. Gray at the World 
Trade Week Luncheon in New York 


P. J. GRAY 


May 24. The luncheon will be co- 
sponsored by the World Trade Club 
of New York, Inc., and the New 
York World Trade Week Committee. 

Mr. Gray is secretary of NACM. 


Horne Orders SBA Step-up 
Programs to Provide Work 


Immediate step-up of all Small 
Business Administration programs 
to aid small business, especially in 
labor surplus areas, has been ordered 
by John E. Horne, SBA administra- 
tor. 

Citing President Kennedy’s direc- 
tive to accelerate temporarily planned 
Government procurement, construc- 
tion and related activities, Mr. Horne 
requested regional directors to give 
special emphasis to small business 
procurement, Section 502 local devel- 
opment company loans, and business 
loans to qualified firms. 





| use them FREE for 10 days! | 


900 COLLECTION LETTERS 
—THAT BRING IN THE MONEY!— 


single volume— 








1ESTED AND PROVED e 
SUCCESSFUL IN 


Remember, all these successful 
letters are ready for you to 
use at once .. 
could easily be worth hundreds 
of dollars to you, not only in 
increased collections, but in 
time and effort. Veteran credit 
men are enthusiastic in their 
praise of the ‘‘Complete Credit 
and Collection Letter Book.” 
George J. Schatz, Vice-Presi- 
dent of Commercial Factors 


collectible— 


Corporation, says: ‘‘This book | 
not only supplies ‘know-how,’ 

but also makes available dozens | 
of new credit and collection | 
ideas.” And W. R. Dunn, Gen- | | Name . 
eral Credit Manager of Gen- 

eral Foods Corporation says | 
“This book is full of the how | 
to-do-it of making your letters 
human, tactful and effective.” | 





PRENTICE-HALL, 


City ete, 2, eee! . State ; 
SAVE! Send $5.95 with this coupon and we will pay postage. Same 


Ready-to-use for Quick Results 
HERE’S HOW TO PULL IN THE CASH—get the “‘slow pays” off your books— 


without wasting time and money! Send today for a Free-Examination copy of the 
Greatest group of credit and collection letters ever put between the covers of a 


Complete Credit and Collection Letter Book 


by JOHN D. LITTLE 


Each and every one of the 500 letters in this new book has been thoroughly tested 
and proved successful. Each one is ready for you to use ‘‘as is’’ or with only slight 
variations to tit your particuiar needs. You tt tind imdiveuual letters, a> wen as 
complete series . . . dozens of openings and ‘“*hooks’’ to vary your approach .. . 
techniques and ideas ready to go to work for you AT ONCE. 


Just a hint of the gold-mine of ideas you'll get: 

¢ simple collection ‘‘hook’’ that brings © successful ways to collect from non 
in an 89% response— 
collection series that gets speedy re- © dozens of fresh variations on the 
sults from bad risks — 
ACTUAL USE © successful 3-staye letter that applies + 3 
increasing pressure—14 “‘first let- 


ters” that bring in payments— © letters to chronic ‘‘discount chise! 
. and any one © forceful ‘‘one-shot’’ 


profit organizations — 


tiresome “please remit” theme — 
ways to calm down customers 
dunned for bills already paid — 


letter used to ers” — 


collect accounts charged off as un- © 5 letters to customers whose checks 


have ‘‘bounced.”" 


10-DAY FREE TRIAL! Why, not, see for yourself how tremendously 


helpful these great letters can be in your 


work? Mail the coupon below for a Free-Examination copy of the book today! 


ee MAIL THIS COUPON NOW-—-—-~-— 
Inc., Dept. 5130-G1 Englewood Cliffs, N. J. 
Please send me a Free-Examination copy of the ‘‘Complete Credit and 


Collection Letter Book.” Within 10 days | will e tier remit $5.95 
plus postage, or return the book and owe nothing. 


Zone Stat 
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ON THE 
Person 
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STANLEY M. Cox has been elevated 
to general credit manager Cook Paint 
& Varnish Company, Kansas City, 
Mo., to succeed Arthur R. Thompson, 
retired. Mr. Cox continues his duties 
as assistant treasurer and assistant 
secretary. He began with Cook in 
1932 at St. Joseph, and has served in 
St. Louis and Detroit. Mr. Cox has 
been responsible for Cook’s revolving 
credit program (CRC) and has taken 
an active part in the formulation of 
the company’s associate dealer pro- 
gram. 


As a result of further decentrali- 
zation, WILLIAM H. PuETTE has been 
appointed credit manager-eastern 
region Continental Can Company, 
Inc., New York, with supervision 
over five districts: New York, metro- 
politan, Pittsburgh, Boston and over- 
seas. Mr. Puette formerly was dis- 
trict credit manager in Los Angeles 
until appointment as assistant region- 
al credit manager two years ago. 
He holds the LL.B. degree from 
LaSalle Extension University and 


the Fellow Award, NIC, 1953. 


James A. Maroun has become 
financial vice president Acme Steel 
Company, Chicago. Mr. Marohn 
formerly was executive vice president 
and director The Leece-Neville Com- 
pany of Cleveland. 


FREDERICK W. Moyer has become 
treasurer The B. F. Goodrich Com- 
pany, Akron. He began with the 
company in 1951 as economist, fol- 
lowing three years as director of 
research for Akron Chamber of Com- 
merce. Dr. Moyer holds the Ph.D. 
degree in money and banking and 
has taught those courses at Ohio 
State University. 


Wituiam L. Carrer has been ap- 
pointed vice president of finance 
and treasurer of The Harnischfeger 
Corporation, Milwaukee. He has been 
treasurer since 1959. He went with 
the company in 1952 from the First 
National Bank of Boston (Mass.). 





A. M. Coventry has become as- 
sociated as general credit manager 
with John Oecster Manufacturing 
Company, Milwaukee, a subsidiary 
of Sunbeam Company. He formerly 
was general credit manager Laclede 
Christy Company, St. Louis, and 
earlier was with Magic Chef, Inc., in 
the same capacity. Mr. Coventry, 
author of articles published in CrEpIT 
AND FINANCIAL MANAGEMENT, has 
served as chairman education com- 
mittee St. Louis Association of Credit 
Management and was a founder of 
the St. Louis Chapter National Insti- 
tute of Credit. 


HERBERT A. Buscu has been named 
president Northern Financial Corpo- 
ration, New York, N.Y., subsidiary 
of Amsterdam Overseas Corporation. 
He most recently was vice presi- 
dent Standard Financial Corporation. 
Mr. Busch also is executive secretary 
of the Association of Commercial 
Finance Companies of New York, 
Inc. 


Mrs. ELIZABETH VARNER has been 
elected assistant treasurer and mem- 
ber of the board of directors of Bur- 
kart-Schier Chemical Company, Chat- 
tanooga. 


WILLIAM F. PreTzEL has become 
associated with Walter E. Heller & 
Company, Chicago, in the collection 
division. He formerly was general 
credit manager Bunte Chase Candy 
Co. Mr. Pretzel has served as chair- 
man Manufacturing Confectioners 
Credit Group and the Foreign Trade 
Credit Group. He was director Chi- 
cago-Midwest Credit Management As- 
sociation 1947-50 and at the Credit 
Congress in Houston, 1952, he served 
as national chairman for the confec- 
tionery manufacturers Group. 


Greorce W. Price, CPA, has been 
appointed manager, corporate tax 
department, of the Burroughs organ- 
ization. He was staff assistant to 
Harry G. Bowles, vice president and 
controller. 
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Ss. M. COX A. M. COVENTRY 





W. H. PUETTE 


F. W. MOYER 





J. A. MAROHN 


H. A. BUSCH 


GreorceE D. Mason has assumed 
the office of president of Dunham 
Brothers Company, Brattleboro, Vt. 
Mr. Mason earned the Executive 
Award, NACM Graduate School of 
Credit and Financial Management, 
Dartmouth, in 1955. 


Dr. T. N. GEARREALD, treasurer, 
has been promoted to vice president 
F. S. Royster Guano Company, Nor- 
folk, Va. Dr. Gearreald, who holds 
the Ph.D. in agricultural economics 
from Cornell University, began with 
Royster in 1954 as credit manager. 
He is a trustee Credit Research 
Foundation, NACM, and member of 
its committee on professional de- 
velopment and education. He also is 
a faculty member NACM Graduate 
School of Credit and Financial Man- 
agement, Dartmouth, from which he 
holds the Executive Award (1952). 
In the Tidewater Association of 
Credit Management he is chairman 
education committee. 


Miss FLORENCE VINER has become 
credit manager and office manager 
Interstate Floor Covering Corpo- 
ration, Philadelphia. 








PALMER TURNHEIM has been pro- 
moted to vice president The Chase 
Manhattan Bank, New York. He 
heads the newly opened Second Ave- 
nue & 42nd Street branch. Mr. Turn- 
heim began with Chase in 1938 as 
a page. He went into the credit 
department a year later and became 
assistant vice president in 1956. 


WesLtey A. SAGer, since 1956 
manager-credit and collections, Gen- 
eral Electric Supply Company Div., 
General Electric Company, has been 
promoted to manager-marketing, 
lighting products, for the division. 
He began with GE in 1937, went 
with GE Credit Corporation as sales 
representative in 1945, becoming 
manager of GECC”s Albany (N.Y.) 
office in 1949, In 1955 he became 
manager-credit and collections in 
GE’s radio and television operation. 


HaroLp BURKE, now president 
Martin Steel Company, Mansfield, 
Ohio, came up through credit and 
financial posts. 


G. A. SOUTHARD, assistant manag- 
er, has become manager of the credit 
division The Ohio Oil Company, 
Findlay, O., to succeed Byron K. 
Fickle who has retired after 40 years 
with the company. Mr. Southard 
began as credit manager in the Tulsa 
office. 


G. A. CHICKEDANTZ, former gene- 
ral credit supervisor and a director 
of the Credit Association of North- 
western Ohio, succeeds Mr. Southard. 
Mr. Fickle, general credit manager 
since 1933 and assistant treasurer 
since 1944, also has been a director 
of Ohio Oil’s Marathon Finance Co. 
He is a past director American Petro- 
leum Credit Association. 


Harotp F. STEPANEK, secretary- 
treasurer Alpha Portland Cement 
Company, Easton, Pa., has _ been 
named to the board. He began as 
assistant to the treasurer in 1952. 





D. W. DRISKILL 


H. F. STEPANEK 










Rosert B. Simon has been ad- 
vanced to manager credit division 
McGregor-Doniger Inc., New York 
City, of which Sol. I. Heyman is 
treasurer. Mr. Simon began with the 
company in 195] as assistant credit 
manager and in 1957 was promoted 
to associate credit manager. 


BERNARD M. Korn has advanced 
from assistant treasurer to treasurer 
American Steel Foundries, Chicago. 
A 24-year employee of ASF, he was 
chief clerk of voucher section 1948-57 
and assistant to the treasurer 1957-59, 
Mr. Korn is a member of the foreign 
trade group Chicago-Midwest Credit 
Management Association and of the 
alumni association University of IIli- 
nois executive development program. 


ALBERT J. WIELAND has_ been 
named treasurer Dictograph Products 
Inc., Jamaica, N.Y. He formerly was 
vice president and treasurer Tilo 
Roofing Company, Stratford, Conn., 
and is a past president Bridgeport 
Tax Forum. 


MARVIN SACHAR has been _ pro- 
moted to credit manager Allen B. 
Du Mont Laboratories divisions, Fair- 
child Camera & Instrument Corpo- 
ration, Clifton, N.J., with responsi- 
bility for credit, collections and ac- 
counts receivable for the electronic 
tube, industrial electronics and inter- 
national divisions. 















R. B. SIMON G. A. SOUTHARD 





B. M. KORN 


W. A. SAGER 


DanieL W. DriskiL_, former as- 
sistant credit manager, has _ been 
promoted to credit manager Philip 
Morris Inc., New York City. Earlier 
he had been associated with Sherwin- 
Williams Company, in credit and 
sales. 


FRANK E. JEROME has been elected 
vice chairman of the board of Seattle- 
First National Bank. Mr. Jerome, a 
past president of the Seattle Associ- 
ation of Credit Men, has devoted his 
entire banking career since 1919 to 
Seattle-First National and its prede- 
cessor bank. 





Sell the executives who control the purse strings of whole industries 


POOR’S 1961 Register of Directors 
and Executives, will help you— 





The National Executive Personnel Roster 
of Companies That Represent 70% of the 
Purchasing Power of the Nation 





1O@ 


YEARS OF SERvicE 
TO INvEstoRS 





1860/1961 


FOR FREE INSPECTION 





e This complete service gives over 27,500 corporate listings of 
nationally known companies. Shows titles and duties of all leading 
officers and directors, technical personnel, traffic managers, pur- 
chasing agents. Also number of employees and nature of products 
manufactured. 

e Includes complete case histories of 75,000 top-flight executives 
throughout the country with their home addresses, educational 
background, year and place of birth, interlocking connections. 
e This complete service also includes Standard Industrial Classi- 
fication Numbers for the first time, gross sales figures for a high 
percentage of companies listed—you get all this plus New Geo- 





graphical Index of major companies by states and principal cities. 


Phone H.L. Wyman © WAtkins 4-6400 


or attach this ad to your company 
letterhead and return NOW... 
NO OBLIGATION. 


e All information is kept up-to-date through regular cumulative 
supplements.The first National Directory of Executive Personnel. 
Begun in 1928—revised yearly ever since. This 1961 edition in- 
cludes over 216,000 names of directors, officers, managers, and 
department heads. 


STANDARD & POOR’S CORPORATION 


345 HUDSON STREET, 


NEW YORK 14, N.Y. Ass6-213 
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HISTORY OF THE NACM 


(Continued from page 18) 


improved credit practices and procedures in 
construction industry. NACM led drive for 
improved bankruptcy administration through 
more realistic ceiling on referees’ salaries and 
more equitable fees for trustees. Launched 
study of bankruptcy practices and procedures 
in various jurisdictions as basis for recom- 
mended changes in District Rules and for more 
uniform application of the Bankruptcy Act. 


1957 — Membership passed 35,000 mark. 
1958 To reflect growing stature of credit profession, 


the national association name was changed to 
“National Association of Credit Management.” 
The “Credit Management Handbook,” written 
by 108 practicing credit executives, manage- 
ment consultants, educators. and officials of 


NACM, was published. 


1959 Safeguarded creditor interests in action before 
U.S. Supreme Court resulting in exclusion of 
Union Welfare Funds from wage priority status 
under Bankruptcy Act. Took active part in 
legislation curtailing right of states to tax out- 
of-state businesses. Sponsored first International 
Credit Conference in London to improve credit 
administration and to discuss problems. 


1960 — Succeeded in obtaining addition of career of 
credit management to Strong Vocational Inter- 
est Test. to provide business with a useful aid 
in credit personnel selection, and career counsel- 
ing. Successfully spearheaded action to 
strengthen Criminal Code provisions against 
concealment of assets in bankruptcy. Actively 
opposed legislative attempts to reverse 1959 
U.S. Supreme Court ruling on Union Welfare 
Fund priorities. 


MONEY TO GROW ON 


(Continued from page 10) 


The more liberal policies of our commercial banks, the 
traditional sources of non-industry short-term credit, 
with respect to the amounts they are willing to lend and 
the types of loans they are not only willing but anxious 
to make, are so well known that they need not be detailed 
here. Sufficient to say that most modern, progressive 
banks are willing to lend on practically any basis that 
suits the borrower nowadays! 


HOW ABOUT THE FINANCIAL KNOW-HOW? 

It is beyond question that we have the financial ma- 
chinery and methods to finance an accelerated rate of 
growth without inflation. But, do we have the financial 
know-how to do this in ways that will be sound for all 
concerned ? 

Again, it is beyond question that such know-how is 
available; but it may not be in the hands of those making 
the decisions. Or, it may not be fully appreciated by 
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COLOR GUARD from Lowry Air Force Base will officiate 
at the Credit Congress. Here cadets of the U. S. Academy 
march in review with the Rockies as backdrop. 


them. Or, what is far more likely, it may not be used 
because of inertia, company precedent, or just plain 
lack of business courage. 

In view of the great variety of methods of financing, 
it is unbelievable how many companies get into a rut 
in this respect and use only one or two methods. Diversi- 
fication is the safe way of life throughout the world of 
finance. So, several sources should be used, solely from 
the standpoint of safety. Moreover, the costs of financing 
tend to vary from time to time in the various fields. So, 
money can be saved by shifting the financing according- 
ly. And, finally, a broader basis of financing, properly 
utilized, will increase the amount of credit which can be 
safely extended, and this is highly desirable for all. 

In conclusion, American business is truly blessed with 
an ample supply of capital and credit, with highly devel- 
oped financial mechanisms, with an almost infinite variety 
of financing methods, and with a high and rising level of 
financial know-how. There is no other place in the world 
where MONEY TO GROW ON is so plentiful, so easily come 
by, and so widely used. 





Philippine-U.S. Relations on 
Mend, Overseas Club Is Told 


Relations between the Philippines 
and the United States are improving, 
now that family misunderstandings 
on both sides are being cleared away, 
members of the Overseas Automotive 
Club were told in New York by 
H. Ford Wilkins, executive director 
of the Philippine American Chamber 
of Commerce and former editor of 
the previously American-owned Ma- 
nila Daily Bulletin. 

An ambivalent attitude toward 
American and foreign investment 
capital swayed the thinking of Fili- 
pino politicians, Mr. Wilkins said. 
While recognizing the need of such 
capital to develop their industries, 


mines and agriculture, they feared. 


its continued dominance in the econo- 
my. Filipinos want the right to decide 
their own political and economic 
future, not paternalism. 

Americans likewise erred in tag- 
ging the Philippines as the “show 
window of democracy” in the early 
days of independence, with the result 
that goaded by Chinese communists, 
the neighboring neutralist nations 
turned the phrase into a taunt. Hence 
the “Filipino First” policy. 


The Filipinos now are progressive- 
ly and rapidly dismantling their 
system of currency controls and 
letting the peso seek its own level in 
a free enterprise relationship, Mr. 
Wilkins added. The four-year pro- 
gram, begun a year ago, is already 
entering its third stage “under a 
system of multiple rates of exchange 
for various categories of dollar ex- 
penditures for imports and_ other 
purposes. The international balance 
of payments has responded with a 
dramatic turn to favorable, and the 
Government’s foreign currency re- 
serve is in a greatly improved posi- 
tion. Business, foreign and domestic, 
is picking up the tab for this oper- 
ation, in taxes and tightened oper- 
ational procedures. Times are tough 
under decontrol, but few Filipinos 
really believe it is not for the best 
in the long run.” 


Business Support to Welfare 


Contribution of $420 millions by 
American corporations helped sup- 
port national and community non- 
profit causes last year, says The 
American Association of Fund Rais- 
ing Counsel, Inc. 


Jewell Chairman of National’s 
Construction Machinery Group 


J. L. Jewell of Schield Bantam 
Company, Waverly, Iowa, has been 
elected chairman of NACM’s Na- 
tional Construc- 
tion Machinery 
Credit Group for 
the coming year. 

Other mem- 

bers of the exec- 
utive committee 
are R. D. Bass. 
Austin- Western 
Works, Aurora. 
Ill.: K. F. Bur- J. 1. SaaS 
gess, Jr., The T. L. Smith Company, 
Milwaukee; W. J. Clarke. Wellman 
Engineering Company, Cleveland. 
and H. F. Cunningham, Joy Manu- 
facturing Company, Pittsburgh. 

G. E. Keidel of American National 
Bank and Trust Company of Chicago 
was named treasurer. W. L. Haney of 
The Chicago-Midwest Credit Man- 
agement Association is secretary. 





Industrial Dynamics Course 

Massachusetts Institute of Tech- 
nology is offering a special course 
on Industrial Dynamics June 13-23. 


es maximum productivity 


of your 


working cajntal... 


Oe 


MAGUIRE 


&Pcom PANY inc 


through 
FACTORING 


FACTORS 
370 Fourth Avenue, New York 


The special function of John P. Maguire & Co., Inc. is 
Murray Hill 3-4141 


to help business accelerate working capital turnover and 
thus assure maximum productivity of every available 
dollar of working cash. 


Our job is to assist you to establish a sound 
financial program and provide the immediate cash 
resources to carry it out. 


Call on us for full information. 
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Nicaragua and Panama Lead FCIB 


Ratings for Credit and Collections 


Eleven Latin-American countries 
showed improved credit position and 
seven bettered their collection rating, 
in the 65th semi-annual survey by 
the NACM Foreign Credit Inter- 
change Bureau, covering the second 
half of 1960. 

Nicaragua and Panama led in both 
credit and collection standings, fol- 
lowed closely by British Possessions, 
Surinam and Netherlands Antilles, 
Chile and Costa Rica. 

Creditwise, Ecuador made the out- 
standing performance, up 25 points. 
Ten countries lost points, three re- 
mained unchanged. Cuba had the 
lowest (“Very Poor’) classification 
all to itself, but Haiti lost 52 points 
and dropped from “Good” to “Poor” 
rating. 

Ecuador also showed the way in 
collection improvement — 13 points. 
Many members reported they had 
“written off” their delinquent ac- 
counts in Cuba, which continued 
“Very Slow”. Here, too, Haiti lost 
ground, off 30 points, and moved 
down from “Prompt” to “Slow”, with 
Venezuela, Brazil and Bolivia. Four- 





teen countries dropped points in col- 
lections; three continued unchanged. 

In study of lines of credit, the 
trend of collection experience was 
paralleled. “More Liberal” terms were 
reported by 9 per cent of the FCIB 
members on their business in Bolivia 
and Ecuador, 8 per cent in Costa 
Rica, Dominican Republic and Hon- 
duras, “Less Liberal” by 89 per cent 
in Cuba, 19 per cent in Venezuela, 12 
per cent in the Dominican Republic. 
11 per cent in Bolivia, and 9 per cent 
in Haiti. 


Finance Charge Disclosure Law 
Would Hit Consumer: Educator 


Legislation requiring conversion 
of finance charges to annual rates. 
and uniform disclosure, “would bene- 
fit only unscrupulous dealers and 
lenders”, Robert W. Johnson, pro- 
fessor of business administration at 
Michigan State University, told the 
advisory board of the instalment 


credit committee of the American 
Bankers Association, in Chicago. 


CAKE CUTTING signalized the New Orleans Credit Men's Association observance of the 
65th anniversary of its organizing on March 10, 1896. Open house was held in the association's 


own two-story building into which it had moved six years ago. Left to right are F. L. Lozes, 
secretary-treasurer and manager, with the association 50 years; President W. J. Babin, George 


H. Lehleitner and Co., Inc., and Vice President E. G. Vaz, of Wm. B. Reily & Co., Inc. 
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Tax Incentives to Encourage 
Plant Outlay Should be Bold 
And Prompt, Institute Urges 


Proposals to achieve the stated goal 
of the President in recognition of the 
necessity for tax incentives, to en- 
courage new investment in plant and 
equipment for more rapid economic 
growth and improvement of the in- 
ternational competitive position of 
U. S. industry, should be “bold and 
massive in character, prompt in ef- 
fect, and easy to administer”, says 
the Machinery and Allied Products 
Institute and Council for Technolog- 
ical Advancement. 

Declaring that an initial write-off 
tax allowance for depreciation within 
the range of 20 per cent to 30 per 
cent, with no dollar ceiling. would be 
an “appropriate suggestion”, the In- 
stitute criticizes a task force’s re- 
ported proposal for a tax credit equal 
to a specified percentage of the ex- 
cess of a company’s capital expendi- 
tures over its depreciation accruals. 
Says the Institute: Such a device, ap- 
plied separately to each taxable year, 
would “tend to place a premium on 
the bunching of capital outlays in 
selected years to obtain the maximum 
benefit from the credit”, with destab- 
ilizing influence on individual com- 
pany outlay and adverse cyclical ef- 
fects on the economy. 

Were a cumulative approach 
adopted instead, incentive for hoard- 
ing and bunching of capital outlay 
would be reduced, but companies 
with large accumulated deficits from 
prior years would still lose incentive 
to try for the credit because “pay 
point” would be deferred. 

The Institute concludes: 1. A tech- 
nique like initial write-off is prefer- 
able to long-range, “slow-burning” 
reform; 2. A bold and major pro- 
gram is called for, not a limited or 
token reform; 3. Continuing atten- 
tion must be given to long-range re- 
form in the tax depreciation system; 
4. The widely differing circumstances 
of companies must be recognized; 5. 
The program in broad outline should 
be announced promptly, its retroac- 
tive application emphasized; 6. Con- 
gress should be made aware of the 
twofold objective to achieve realis- 
tic depreciation and get quick action. 

U.S. disadvantages in tax allow- 
ances in comparison with those by 
seven other countries were shown in 
charts in the Institute Capital Goods 
Review. (See April CFM) 











Roster of N.A.C.M. Committee on Nominations 





Chairman: William L. Holmes, Schlumberger Well Surveying Corporation, Houston, Texas 
PRESIDENT’S CHOICES COUNCILLORS’ CHOICES 


CENTRAL DIVISION 


Russevi B. MitcHe.y, The Peoples Gas Light & Coke Co., Chicago, Mattuew W. Kine, Sr., Citizens Fidelity Bank & Trust Co., Louis- 
Ul. : ville, Ky. 
Deane H. Witson, American-Standard, Industrial Div., Detroit, Jor V. VALLERO, National Auto Supply Co., E. St. Louis, Ill. 
Mich. ALTERNATES: 
ALTERNATES: F. J. ATHANASAKOS, The Blanton Co., St. Louis, Mo. 
Paut W. CutsHati, South-Western Publishing Co., Cincinnati, E. C. TAtceNnorsT, Anaconda Aluminum Co., Louisville, Ky. 
Ohio. ° 


Carro_t M. Freprickson, Korsmeyer Electric Supply Co., Lin- 
coln, Neb. 


EASTERN DIVISION 


JAMes P. Keppy, Admiral Corporation, Inc., Boston, Mass. HucH McCormick, McCormick & Company, Baltimore, Md. 
F. C. RimMELE, Benedict-Miller, Inc., Lyndhurst, N. J. Georce W. Scuals_e, General Electric Corp., Philadelphia, Pa. 
ALTERNATES: ALTERNATES: 
Rosert W. JoHNsrone, Norton Company, Worcester, Mass. GitBert Busu, National Distillers & Chemical Corp., New York, 
Harry C. Prost, The Simmons Company, Elizabeth, N. J. N. Y. 


Amos F. Barnes III, Herman & Rice, Inc., New Haven, Conn. 


t 
SOUTHERN DIVISION 
Roserr L. Burr, American Cast lron Pipe Co., Birmingham, Ala. Lyset H. Kooc et, Triangle Electric Supply Co., El Paso, Texas. 
O. W. Haricet, Houston National Bank, Houston, Texas. WitutiAM Massey, Wallace Hardware Co., Morristown, Tenn. 
ALTERNATES: ALTERNATES: 
O. L. StEpLETON, Wesson Oil and Snowdrift Sales Co., Houston, CuHartes W. McCain, Herd Equipment Co., Oklahoma City, 
Texas. Okla. 
H. H. Swarrorp, Duff Bros. Company, Inc., Chattanooga, Tenn. J. D. Sansoni1, Avondale Shipyards, Inc., New Orleans, La. 
WESTERN DIVISION 
F. V. Hopcpon, Fibreboard Paper Products Corp., San Francisco, Don Corskiz, Exchange Lumber Co., Spokane, Wash. 
Calif. Raymonp C, Erickson, Denver U. S. National Bank, Denver, Colo. 
Graydon J. Hoskin, United California Bank, Los Angeles, Calif. ALTERNATES: 
ALTERNATES: Jack W. Mort, Arizona Public Service Co., Phoenix, Ariz. 
J. P. McLaucuiin, Richfield Oil Corp., Los Angeles, Calif. Grorce D. SPILLANE, Beatrice Foods Co., Denver, Colo. 


Joun S. Smitu, Wiggins Company, Inc., Portland, Ore. 


And THE FOLLOWING N.A.C.M. PAST PRESIDENTS 


James H. Donovan, Jones & Laughlin Steel Corp., Pittsburgh, Pa. 

J. ALLEN WALKER, Standard Oil Co. of California, San Francisco, Calif. 
Irwin StumBorc, Baldwin Piano Company, Cincinnati, Ohio. 

Pau J. Viat_, Chattanooga Medicine Co., Chattanooga, Tenn. 
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Foundation 


Members Alerted to Automation 





Solutions 





AT SPEAKERS TABLE at luncheon of New York Metropolitan Chapter of NACM Credit Research Foundation. Left to right: R. Leonard Carl- 
ton, assistant treasurer and general credit manager, Continental Can Co., vice chairman research committee, Credit Research Foundation; John 
F. Neary, Jr., assistant director of research, CRF; Michael A. C. Hume, consultant, Hume Associates; John J. Lynch, general credit manager, 
Prentice-Hall, Inc.; Harry J. Kneuker, assistant treasurer (credit and collections) American Machine and Foundry Co., chairman Metropolitan 
Chapter and vice president of research, CRF; Robert A. Geib, assistant vice president Chemical Bank New York Trust Co., vice chairman, 
Metropo'itan Chapter; Peter C. Peasley, Ph.D., managing director, Credit Research Foundation, and L. B. Wilson, general credit manager 
Union Carbide Corp., CRF trustee. Speakers urged adaptation of credit management thinking to the requirements of automation. 


Credit executives must change their 
thinking and adapt themselves to 
working with individual _ reports 
rather than ledger cards if they are 
to operate with integrated data pro- 
cessing, John J. Lynch, credit manag- 
er of Prentice-Hall, Inc., told the 
54 members and guests representing 
32 companies at the eighth luncheon 
meeting of the New York Metropoli- 
tan Chapter of NACM’s Credit Re- 
search Foundation, Inc. 

Keys to efficient machine oper- 
ation are agreement on terminology 
and effective programing, Mr. Lynch 
said, and intensive planning sessions 
of heads of all departments concerned 
are prerequisite to rental of elec- 
tronic data processing equipment. 
Mr. Lynch was chairman of the 
advisory committee of the New York 
Credit & Financial Management As- 
sociation which cooperated in pro- 
duction of the booklet “Univac Data 
Processing System at Work in the 
Credit Department”. He called the 
CRF publication “Punched Card 
Accounting and the Credit Depart- 
ment” a model presentation of that 
subject. He urged complete liaison 
between the machine manufacturer’s 
representative and operating depart- 
ment heads of the company contem- 
plating the leasing of the equipment. 

Michael Hume, of Hume Associ- 
ates, management consultants, said 
credit managers should find the 
character dots or “bits” on electronic 
tape no more mysterious than the 


holes in punched cards. He empha- 
sized the importance of difference 
of cost in moving from punched 
card to computer system, and added 
that the latter, to be effective, must 
be operated on a “management by 
exception” basis. 

Peter C. Peasley. Ph.D., NACM’s 
director of education, told the Chap- 
ter members there still were openings 
for enrolment in the association’s 
Graduate Schools at Dartmouth and 
Stanford. 

Harold J. Kneuker of American 
Machine & Foundry Company, pre- 
siding, named the following nominat- 
ing committee on Chapter officers: 
Robert A. Geib, assistant vice presi- 
dent Chemical Bank New York Trust 
Company; John J. Costello, general 
credit manager Allied Chemical 
Corporation; and Melvin M. Nield, 
general credit manager American 
Can Company. Officers will be elected 
at the Foundation’s annual meeting 
May 17th at the Credit Congress in 
Denver. 


Mrs. Polly Moyer, “Credit 
Woman of Steel,” Retires 


Promotion into retirement for Mrs. 
Polly Moyer follows 31 years as 
credit manager of Allison Steel 
Manufacturing Company, Phoenix. 
Mrs. Moyer is described as “a 
pioneer in credit in Arizona when 
industry there was an infant. She 


has been responsible to a_ great 
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extent for the establishment of sound 
credit policies and practices in the 
Southwest.” 

Service to credit distinguishes Mrs. 
Moyer’s career. She has been Allison 
Steel’s representative in the Whole- 
salers Credit Association of Arizona 
since the local unit was established. 
She has a record of attending Con- 
struction Group meetings twice 
monthly for ten years without an 
absence. For the last several years 
she has been chairman of the Group. 


Says Congress Should Decide 
On Transportation Agencies 


Any reorganization of federal 
transportation agencies should first 
have the approval of both houses of 
Congress, the Private Truck Council 
of America, Inc., voted at its conven- 
tion in Dallas. 

The Council voiced opposition to 
Presidential designation of the chair- 
man of the Interstate Commerce Com- 
mission and reiterated objections to 
an increase in the federal gasoline 
tax. 


Erratum 
Dr. Clyde William Phelps, author 


of the leading article on tax depreci- 
ation allowances in the April issue. 
is professor of economics at the Uni- 
versity of Southern California. 





CHARTING the course of the Lubbock Wholesale Credit Association, Inc., are these officers and directors. Seated (left to right): Hollis 





Ford, Anderson-Young Electric Co., president; Tom Locke, Lubbock National Bank, vice president; W. C. Williams, Pittsburgh Plate Glass 
Co., director; Troy Myers, First National Bank, counselor. 
STANDING: directors Walter Stephens, Jr., Bowman Lumber Co.; B. J. Rutledge, McCormick Steel Co.; Neal Rogers, Modern Chevrolet 


Co.; Phil Price, Iniernational Harvester; Merle Routzon, General Electric Supply, membership chairman; David Rodgers, Rodgers Litho. 


61% of All Machine Tools 
In U. S. Are Called Obsolete 


Sixty-one per cent of all machine 
tools in the United States are now 
obsolete, according to a report by 
Frank B. Ellis, director of the Office 
of Civil and Defense Mobilization. 
Washington. 

The report indicates 61 per cent of 
U.S. machine tools are more than 10 
years old, 19 per cent over 20 years 
old. Technological advances have 
made machine tools over 10 years 


old obsolete, say technicians, who add 
that there is real cause for apprehen- 
sion that the machine tool industry 
could not meet defense mobilization 
requirements in case of either limited 
or nuclear war. 


Executive Development Program 


The annual four-week executive 
development program of the school 
of business, University of Colorado, 
will open June 19th at Boulder. Pro- 
fessor Robert S. Wasley is director. 


Best Opportunity to Export 
Product of Small Businesses 


Expanding demand abroad for 
U.S. products is as much an oppor- 
tunity for small business as for large 
corporations, and the opportunity is 
the best in years, says J. Parker Van 
Zandt, president of European Tech- 
nical Services, Washington, D. C., in 
Management Aids for Small Manu- 
facturers, No. 121. For free copies 
write Small Business Administration, 


Washington 25, D.C. 





Hint of Improvement Is Reflected in Payments of Receivables 





ACCOUNTS RECEIVABLE 


DATE CURRENT 
_ (Within Terms) 

Manufacturers 

Jan. 1, 1961 84.4%, 
Oct. 1, 1960 83.9%, 
Jan. 1, 1960 84.5%, 
Wholesalers 

Jan. 1, 1961 7227, 
Oct. 1, 1960 74.6% 


HINT of improvement in payments of accounts re- 
ceivable due manufacturers was shown as the fourth 
quarter closed, in the quarterly national survey by 


ACCOUNTS RECEIVABLE | AVERAGE NUMBER || | MEDIAN NET 
OVER 90 DAYS | CALENDAR DAYS' SALES || — BAD_ DEBT 
PAST DUE | OUTSTANDING I. LOSS 

| 1960 1959 
3.0% | 34.2 days 
3.7% 34.7 days 0340% | .0289% 
70°; 33.6 days 
7.9% 43.0 days 1066% Sn 
TS 41.4 days 





34.7 days in October. (As of January 1960 the collection 
period had been 33.6 days. ) 
However, the median percentage of net bad debt loss 


NACM’s Credit Research Foundation, Inc.. though soft- 
ness continued manifest in several industries individually. 

As of January 1, current condition was registered for 
84.4 per cent of the accounts, compared with 83.9 per 
cent October Ist and 84.5 per cent a year earlier. 

The median percentage of manufacturers’ accounts 
more than 90 days past-due improved a bit, from 3.7 per 
cent in October to 3.0 per cent at year-end. The average 
collection period also was shortened by a half day, in the 
fourth quarter, to 34.2 days as of January 1, 1961, from 


rose to .0340 per cent, from .0289 per cent for 1959. 

Wholesalers reported a slight decline of 2.4 per cent in 
condition of accounts receivable for the fourth quarter 
last year, and the average collection period lengthened 
1.6 days. 

Gains in condition of receivables were reported by man- 
ufacturers of electrical equipment, industrial machinery 
and food products. A drop was reflected by makers of 
automotive equipment, building materials and plumbing 
supplies. 
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CALENDAR OF EVENTS IMPORTANT TO CREDIT 


DENVER, COLORADO 

May 11-13 

NACM Secretary-Managers Annual 
Conference. 


& 


DENVER, COLORADO 
May 14-18 
65th Annual Credit Congress 


¢ 


STANFORD, CALIFORNIA 

June 25-July 8 

NACM Graduate School of Credit 
and Financial Management at 
Stanford University 


£ 


Hanover, NEw HAMPSHIRE 

August 6-19 

NACM Graduate School of Credit 
and Financial Management at 
Dartmouth College 


& 
Victor, B. C. 
September 10-13 


Western Division Secretary-Managers 
Conference 


& 


_ Personnel Mart 


Executive Available 


CREDIT EXECUTIVE—increase sales 
and control losses; ability handle 
problems in credit, collection, sales, 
office management. For manufactur- 
er have extended some $40,000,000 
in credits; losses 0.1 per cent. New 


York City area. CFM Box #537 


ONE of the best qualified credit ex- 
ecutives in the Southwest seeks op- 
portunity in Treasury or Credit with 
larger company. Age 36. Experienced 
gen] management and finance. Fa- 
miliar with all types business credit. 
BBA; NACM Dartmouth °58. Has 
handled annual credit sales into 
mid-eight figures. Write for résumé. 


CFM Box #538. 


New York, New YorK 
September 14-15 
NACM Credit Management Workshop 


£ 


Cuicaco, ILLINOIS 

September 21-22 

NACM Midwest Credit Conference, 
including Great Lakes and Ohio 
Valley District Credit Conferences 
and St. Louis Association of Credit 
Management. 


£ 


MINNEAPOLIS, MINNESOTA 

September 28-29 

North Central Credit Conference in- 
cluding Minnesota, North Dakota, 
Manitoba. 


¢ 


San FRANCISCO, CALIFORNIA 

October 12-13 

Pacific Southwest Credit Conference, 
including California, Arizona, 


Utah, Colorado, Nevada 
a 


Houston, TEXaAs 

October 15-18 

37th Annual Conference of Ameri- 
can Petroleum Credit Association 


& 


= 


Sioux Ciry, lowa 

October 18-20 

Tri-State Credit Conference, repre- 
senting Iowa, Missouri, Nebraska 


and South Dakota 
& 


JACKSONVILLE, FLORIDA 

October 18-20 

Annual Southeastern Credit Con- 
ference, covering Florida, Ala- 
bama, Georgia, Louisiana, Missis- 
sippi, North Carolina, South Caro- 
lina, Tennessee 


£ 


ATLANTIC City, New Jersey 
October 26-28 
NACM Eastern Division Credit Con- 


ference 


¢ 


Fort WortH, Texas 
October 26-28 
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Annual Southwest Credit Conference, 
including Texas, Arizona, Arkan- 
sas, Louisiana, New Mexico and 


Oklahoma 
4 


MILWAUKEE, WISCONSIN 
October 27-29 
Mid-West Credit Women’s Conference 


¢ 


HoLLYWOoD-BY-THE-SEA, FLORIDA 

November 12-15 

Forty-Seventh Annual Fall Confer- 
ence of Robert Morris Associates 


¢ 


PoRTLAND, OREGON 

March 15-16, 1962 

Conference of the Credit Executives 
of the Pacific Northwest, including 
Idaho, Oregon, Washington, and 
British Columbia. 


Columbus Credit Women Form 
Group: Mrs. Grisham President 


Credit women of the Columbus. 
Ohio, area have organized a new 
Group with Mrs. Bea M. Grisham of 
Ohio Appliance, Inc., as president. 

Charlotte R. Vought, Accurate Em- 
ployment Service, is vice president; 
Mary Francisco, General American 
Credits, secretary; and Sue Ruisin- 
ger, Whitehead Radio Company, 
treasurer. 

Dana Vogt. of Borden’s Moores & 
Ross, president of The Columbus 
Credit Association, addressed the 35 
credit women at the installation meet- 
ing. Among guests were Miss Mildred 
McCall, W. H. Johnson Candy Com- 
pany, Chicago, chairman of the Na- 
tional Credit Women’s Executive 
Committee, and Mrs. Dorothy Nie- 
mann of Chas. H. Harpring Roofing 
Company, Louisville, who officiated. 


Horn Membership Manager 
For Chicago-Midwest Unit 


R. Robert Horn has assumed du- 
ties as manager of membership devel- 
opment for The Chicago-Midwest 
Credit Management Association, and 
supervisor of public relations. 

Mr. Horn was assistant to the man- 
ager of member relations of the II- 
linois State Chamber of Commerce. 
Earlier he had been assistant director 
of the Hadley School for the Blind 
and in the banking and office and 
production management fields. 








‘ | % Neg 
HUGH McARTHUR 





W. C. TECSON 


Executives in the News 








K. L. BAILEY 


Cc. L. IRELAND 


City, School Board Posts 
Other Side of Service Coin 


President of the Spokane Mer- 
chants Association, Don A. Corskie 
was born in 1912 at Harrison, Idaho, 
on Coeur d’Alene Lake. In the Great 
Depression he worked two years as 
compassman for the U.S. Forest 
Service. From 14 years with a 
Harrison lumber firm, in 1950 he 
went with Exchange Lumber & Manu- 
facturing Company, Spokane, Wash., 
as salesman, assumed the purchasing 
responsibility in 1951, and in 1953 
took on the credit responsibility. 
Other duties: modernization of office 
techniques and procedures, financial 
planning and administration for Ex- 
change Lumber and an associate. 

Mr. Corskie has served as director 
Retail Credit Men’s Association of 
Spokane, as Harrison city treasurer 
and member school board. 


Credit Leadership Added to 
Philippine Banker’s Honors 


Wilfrido C. Tecson, president of 
the Association of Credit Men, Inc. 
(P.I.), newest affiliate of the National 
Association of Credit Management, 
in 1954 was voted “distinguished 
alumnus in banking and finance” by 
his alma mater, Far Eastern Uni- 
versity. Mr. Tecson, vice president 
China Banking Corporation in his 
native Manila, heads the University’s 
department of banking and finance 
and lectures also at other colleges. 

While an undergraduate, Mr. Tec- 
son joined China Banking as junior 
clerk. He rose through various posts, 
becoming* Vice president in 1957 at 
age 35. He is president Manila Junior 
“C of C” and past president NABAC, 


Philippine Conference. 


From Minnesota to Honolulu; 
Now Leads Hawaii Association 

R. Vergne Tanner, president of the 
Hawaii Association of Credit Man- 
agement, is a native of Little Falls, 
Minn. He has been a resident of the 
Islands since 1935. He is assistant 
treasurer and credit manager von 
Hamm-Young Company, Honolulu, 
with which he began in 1937. 

Mr. Tanner has served as officer 
and director Honolulu Retail and 
Wholesale Credit Association and is 
active in credit work at all levels. 
Fishing is a favorite pastime. 


Specialist in Retail and 
Manufacturing Operations 


President of the NACM Inc. Chero- 
kee Unit, Chattanooga, Tenn., C. 
Lamar Ireland began his career in 
1951 as credit manager of a Gilman 
retail store. He now is secretary 
Gilman Paint & Varnish Company, 
Chattanooga, secretary and a director 


Gilman Wallcoverings, Inc., treasurer 
and a director Gilman Wallcoverings, 
Inc. of Georgia, Atlanta, with credit 
responsibilities for all three com- 
panies. 

Mr. Ireland is a director Retail 
Credit Men’s Association of Chat- 
tanooga. He holds the Fellow Award, 
National Institute of Credit (1960) 
and attended the U. of Chattanooga. 


Head of Nebraska Unit Was 
With Treasury Department 


Kenneth L. Bailey, president of the 
Lincoln (Nebr.) Association of 
Credit Management, was born and 
educated in Nebraska. For the past 
13 years Mr. Bailey has been credit 
manager Cushman Motor Works, 
now a subsidiary of Outboard Ma- 
rine Corporation. Prior to affiliating 
with Cushman Motor Works he was 
with Kaiser Company, Portland 
(Ore.) and Long Beach (Calif.), and 
earlier with the U.S. Treasury De- 
partment. He served in the Army 


during World War II. 


Kudos to San Diego Company 
For Giving Two Presidents 


“Drive” is a quality equally valu- 
able in sports and business. Onetime 
tennis champion of San Diego Coun- 
ty, Hugh McArthur, executive vice 
president Southern Equipment & Sup- 
ply Company, San Diego, Calif., 
recently named president San Diego 
Wholesale Credit Men’s association, 
is a past president of Purchasing 
Agents Association of San Diego. 

Mr. McArthur in 1940, in partner- 
ship with P. H. Davenport, formed 
Southern Equipment & Supply. Mr. 
Davenport served as president of the 
San Diego association (1952-53), 
was a National director (1955-57) 
and vice president western division 


NACM (1958-59). 
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San Francisco, Cattr.—The gold problem was analyzed by J. 
Howard Craven, chief economist Bank of America N.T. & S.A., 
San Francisco, at the National Institute of Credit meeting. 

“Agribusiness,” theme of the annual all-day Fresno regional 
credit conference sponsored by the Credit Managers Association 
of Northern & Central California, had these speakers: Jack M. 
Pope, executive vice president Food Machinery & Chemical 
Corp., San Jose, whose topic was “Agribusiness with relation 
to Credit Management”; J. Earl Coke, vice president and 
agricultural representative, loan dept., Bank of America N.T. & 


S.A., San Francisco, on “Agribusiness and Banking”; and Dr. 


Guy F. MacLeod, manager public relations and product promo- 
tion, western agricultural dept., Niagara Chemical Div. of Food 
Machinery and Chemical Corp., who spoke on “Agriculture in 
the Space Age.” 


Detroit, Micu.—Joint meeting of Detroit Sales Executives Club 
and Detroit Association of Credit Management heard Edwin B. 
Moran, retired executive vice president and now consultant 
National Association of Credit Management. Mr. Moran’s topic 
was “Credit—the Other Half of Your Sale.” 


Utica, N.Y.—‘“Internal Communications” was subject of Robert J. 
Seaton, manager management consulting div., Lybrand, Ross 
Bros. & Montgomery, New York City, at the dinner meeting of 
the Central New York Association of Credit Men. 


Granp Rapiws, Micu.—‘Business Uses the Lie Detector” pro- 
vided topic for a specialist in application, John C. Doig, veteran 
of 20 years with the FBI. 

E. J. Buys, president of Buys, MacGregor & Co., discussed 
“Why Invest?” at another meeting of the NACM (Western 


Michigan) Inc. 


OmanHa, Nesr.—Walter Price, Jr., Missouri Valley Machinery 
Co., was moderator of panel session “Shop Talk” at the monthly 
meeting of the NACM Nebraska-Western Iowa unit. Participants 
included Norman Evans, Town House; Philip Heflin, The Heflin 
Agency; Clarence Boettcher, Merchants Biscuit Co.; John 
Learch, Westinghouse Electric Supply Co.; Dave Perry, The 
Balbach Co., and Don Mead, Omaha National Bank. 


MINNEAPOLIS, Minn.—Forum meeting of Credit & Financial Man- 
agement Association on “State Bulk Sales Law” had as speaker 
Warren E. Eastlund of the law firm Johnson, Eastlund & 
Gubbins. 


Kansas City, Mo.—Agricultural credit congress for area firms 
had as chairman E. McKinney, General Mills, who is chairman 
of the Farm Supply Group, Kansas City Wholesale Credit As- 
sociation. 





A nickel goes a long way these days. You can carry 
it around for a week without finding a thing it will 
buy. —N. A. Rombe 









CREDIT AND FINANCIAL MANAGEMENT, May, 1961 


Los ANGELES, CALIF.—“Legal Costs in Bankruptcies and Out of 
Court Adjustments” was topic of panel discussion at meeting 
of the National Institute of Credit. 

“Tax Considerations That Affect the Credit Grantor” was 
subject of Earl E. Damitz, Arthur Andersen Co., Los Angeles, 
at the meeting of the Credit Women’s Club of the Credit 
Managers Association of Southern California. 


Boston, Mass.—Ralph E. Brown, vice president Marsh & Mc- 
Lennan, Inc., St. Louis, president National Association of Credit 
Management, spoke at the 64th annual meeting of the New 
England Association of Credit Executives, Inc. 


Cincinnati, On10—“Is Your Credit Education Complete?”, sub- 
ject of panel discussion at Credit Club luncheon meeting of 
the Cincinnati Association of Credit Management, had as mod- 
erator Paul W. Cutshall, South-Western Publishing Co. Panelists 
were: Raymond H. Kase, Chemicals & Metals Div., Eagle- 
Picher Co.; Anthony J. Neumeister, McKesson & Robbins, and 
Joseph L. Osberger, J. L. Osberger & Co. 

“Electronics in Banking,” film of National Cash Register Co., 
provided the program for Education Nite meeting of the 
Women’s Group. Miss Jeanne Etienne, Westerman Print Co., 
was program chairman. 


PittspurcH, Pa.—‘“Credit Practices,” panel theme of the Credo 
luncheon meeting of The Credit Association of Western Penn- 
sylvania, had as moderator Thomas D. McElroy, National Sup- 
ply Co., and these participants: C. L. Eckstrom, Jr., Fiber Glass 
Div.—Plastics, Pittsburgh Plate Glass Co.; J. N. Foster, Anchor 
Sanitary Co, and G. R. Wilson, Jones & Laughlin Steel Corp. 

“A Strategy for the Growth of Debt” was subject of Dr. 
Marshall A. Robinson, dean school of business administration, 
University of Pittsburgh, and “The Credit Manager Reports 
to Management” had as speaker E. Merrill Brethauer, Williams 
& Co., Inc., at subsequent meetings. 


St. Louis, Mo.—*A Distressed Debtor,” topic at meeting of the 
National Institute of Credit, St. Louis Chapter, engaged at- 
tendees, by groups, in consideration of an actual case history 
of a problem account, followed by group analyses and solutions. 


SyracusE, N.Y.—Computer operations were explored for mem- 
bers of the Syracuse Association of Credit Men by Joseph J. 
Guidrey, manager data processing and computer operations 
Sylvania Co., Camillus, N. Y. 


Datias, Texas —‘Why Courts Rule As They Do in Matters of 
Litigation” was topic of Chief Justice Dick Dixon, court of 
civil appeals, Dallas, at the luncheon meeting of the Dallas 
Association of Credit Management. 

Panel discussion at the following meeting centered on ‘Credit 
and Collection Policies—1961” with these representatives of 
industry groups as panelists: Oil—B. R. Simmons, Continental 
Oil Co.; Pharmaceuticals—Roy J. Dunken, Wyeth Laboratories; 

Electrical—B. J. Kalmer, Allis Chalmers Manufacturing Co.; 

Paint—R. H. Buchheit, Sherwin-Williams Co. Robert Groves, 

Westinghouse Electric Supply Co., was program chairman. 
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-neduces both typing aud dictating time. 


Did you ever consider the cost of your business letters? The most 
conservative estimates place dictating and typing costs at an average 
of $1.83 per letter...if your office produces only 30 letters daily, 
then your correspondence cost is $54.90 per day. If you multiply this 
by an average of 22 working days per month, the cost becomes $1,207.80 
or $14,493.60 for a year. 


More and more cost-conscious firms are turning to Auto-typist to 
handle their letter typing automatically. One Auto-typist, used with 
an electric typewriter, produces letters at a speed of more than 140 
words per minute... this being more than that done by three typists 
in the same time. Each letter is error-free and perfectly typed. 


Simply by touching buttons, you can select the letter or paragraphs 
in the order desired and produce smart, individually typed letters to 
answer most of your business correspondence, at a fraction of the 
cost of regular typing. Names, figures and dates or other variable 
information can be inserted manually at the same time. 

The price of an Auto-typist is within the budget of every firm... 
so low that it pays for itself in just a few months on as few as ten 
letters per day. 









AMERICAN AUTOMATIC 
TYPEWRITER COMPANY 
2331 N. Pulaski Rd., Chicago 39, Illinois 
Phone: EVerglade 4-5151 





6¢When we decided to diversify by acquiring a 


number of companies in unrelated hard goods 
industries, we required many types of assistance 
in addition to supplementary working capital. 
Textile Banking Company and its staff helped 
in screening the companies to be acquired, in 
the negotiations and in the financing. These 
services enabled Wilson Brothers to increase 
sales from 14 million dollars in 1958 to a current 
rate two and one-half times as great. To have 
your banker at your side while diversifying by 
acquisition is the type of help one can expect 
only from people who are aggressive, imagina- 
tive, creative and sympathetic. We are extremely 
grateful that we found these qualities in TBC.99 


TBC credit and financial services 
are available in many fields 

of industry. They are most 
effective for manufacturers with 
annual sales of $500,000 

and over. One of our officers 

will give prompt attention 

to any inquiry. 


May we send you 
a copy of our 
new booklet? 





